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THE WORLD’S RECORD 


Neen ne cect bd Vedsadiwas bbtidwuseseade’ $1,431,399,418.27 
More than any other Insurance Company in the World 

Liabilities consisting of 
wk sic wbesedbaetcewed $1,290,579,178.00 
Reserved for Dividends payable in 1924......................... 25,572,037.69 
es Coc oe eek Ee wed euupe sen ah oe ACK 8 Oe 74,749,412.23 
All Other Liabilities...........0.0.0...0.0cccccceceeeeeeeee eee: 40,498,790.35 — 1,431,399,418.27 

EE ee ee ee eee ny rere oar 171,549,093.04 
More than any other Insurance Company in the World 

Income in 1923 .......... ed ad ei Ot a al bes nee eee bre 396,311,664.25 
More than any other Insurance Company in the World 

ee eR ad a Waele pwinedewewneaaan 55,643,362.95 
More than any other Insurance Company in the World 

Paid for Insurance Issued, Increased and Revived in 1923............................ 2,359,034,859.00 
More than ever placed in one year by any Company in the World 

es, kas eee aaeadacdeseneectesecusesuseevaeser 1,430,697,111.00 
More than any other Company in the World 

Number of Policies in Force December 31, 1923....... 30,221,727 
More than any other Company in the World 

i aaa dua eb eae danse eas Mae mews 430,866 


Averaging one claim paid every 20 seconds of each business day of 8 hours 
Payments to Policyholders averaged $919.15 a minute of each business day of 8 hours 


Dividends in the eight years since the Company became Mutual, including declarations 
aah yin ANS LD, tN PRE St AIOE pO ee PI ny Fan Am 62,672,938.08 


Insurance Outstanding 


ORDINARY (Insurance for the larger amounts, premiums payable annually, semi-annu- 


i ee eee Ui eh nes b eiemwn tee buks ede eee eek $4,710,630,635.00 
More than any other Company in the World 
INDUSTRIAL (Premiums payable weekly)....................0.0 00 0c cee ee eee 3,910,156,319.00 
More than any other Company in the World 
ae a eR es eis iain Gt cane Oak eee AKG Se Wh SNARES bE S AK OE WEEE ARE 617,467,114.00 
Written within seven years 
a 9,238,254,068.00 
More than any other Company in the World 
GROWTH IN TEN YEAR PERIODS 
Year Income for the Year Assets at End of Year Surplus at End of Year _—- 5 he eC adi Cottenies Her- Year 
1883 $ 2,082,619.05 $ 2,186,622.24 $ 627,368.24 531,048 $ 63,425,107 1883 
1893 15,216,236.65 19,343,705.06 4,109,689.92 2,940,226 353,177,217 1893 
1903 49,887,804.11 105,656,311.60 10,691,857.56 7,523,915 1,342,381,457 1903 
1913 117,503,043.89 447,972,404.85 35,728,077.34 13,957,748 2,816,504,462 1913 
1923 396,311,664.25 1,431,399,418.27 74,749,412.23 30,221,727 9,238,254,068 1923 
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MONTHLY PAYMENT PLAN 
BECOMES POPULAR 


Many Companies Are Now Offer- 
ing to Write Insurance on 
This Basis 


CAN BUDGET THE EXPENSE 


Will Enable Agents to Write Larger 
Amounts for the Individual If 
Time Is Satisfactory 


Executives of com- 


panies who are studying additional ways 


progressive life 


and means of extending benefits to 
members of the vast army of uninsured 
are reported to be giving increased at- 
tention to the monthly premium plan 
There seems to be little room for doubt 
that 
salaried men, might be induced to con- 
old line 
fraternal or 
could be paid on a monthly basis, 


many men, especially a class of 


instead of 
premiums 
The 
plan lends itself with especial advantage 
to the efforts of many progressive solici- 
tors to get their prospects and policy- 
holders to budget their expenses. The 
man who may be properly urged to 
consider monthly income insurance will 


sider insurance, 


assessment, if 


often be the man who might look on 
monthly payments with much _ favor. 
Men on a salary often concede the 
need for more insurance but when ad- 


vised of the cost, even on a quarterly 
basis advise the solicitor that either they 
must wait for better times or take a 
lesser amount than is desired. 


Would Take More Insurance 


The monthly premium plan would 
perhaps enable many a policy to be 
written for $2500 where ordinarily $1000 
would be written. The lapse ratio on 
such business, in the opinion of many 
who have been interrogated about this, 
would probably be less than on contracts 
written even on a quarter! basis, If it 
is deemed best to do so, a slieht addi- 
tional loading for expense will make the 
rates for this business include the addi 
tional collection cost. It is believed that 
a minimum premium is necessary for 
such monthly payments but $10 a month, 


or $120 a year, will purchase a fair 
amount tor a man age 35 who might 
not consider such a sum on an annual 


basis. The Aetna Life, it is understood, 
has a minimum premium of $5 but this, 
in the opinion of some, is rather low, A 
minimum of $10, $15 or $20 would per- 
haps work out better. 

Jefferson Standard Pian 


The Jefferson Standard is stated to 
have worked out a plan which tends to 
reduce the collection cost of such busi 
ness by making a sight draft each month 
on the bank used by the insured. Thi 
is only done, of course, where there is 
an explicit agreement on the part of the 
insured that this may be done. But 
when this agreement is made and the 
expense is arranged to be met regularly. 
perhaps in accord with a budget plan 
suggested by the agent, it would seem 
to be an excellent method. The Phoenix 





STEDMAN IS PRESIDENT 


COMPANY PLANS EXPANSION 





Peoples Life of Chicago Is Going Into 


New States and Developing 
Agency Force 


Seymour Stedman, vice-president of 
the Peoples Life ot Chicago for 
past year, was elected president ot 
company at the annual meeting of 
directors in Chicago last 
Stedman succeeds Elon A. 
president of the company 
ganization in 1908, who is retiring trom 
this office to devote his entire time to 
his banking interests. A. J. Karaker, 


since its or- 


who has been an efficiency expert in 
prominent connection, has been elected 
vice-president of the company. G. L, 
Luterloh 


continues as secretary Mr 


has been with the c 


Lutterloh 





for nine years and in lite insurance 
work for 15 years. E, J. Cotter, who is 
in charge of the policy and accounting 


department and has been with the com 


pany for three years, has been elected 


assistant secretar\ M. |. Higgins, who 
joined the Peoples Liie a year ago, has 
been appointed general agent and will 


charge of the agency or 


throughout tl! 


have direct 
ganization 
territory. 


c company s 


Plan Expansion Program 
The Peoples Life of Chicago is plan 
ning an extensive drive for business and 
is extending its activities into a new 


territory. The company is contemplat- 
ing entrance into many additional states 
and expects to apply for licenses in 
Iowa, Kansas, Michigan, Ohio 





Pennsylvania early this year. It is now 
licensed in Illinois and Indiana 
An agency force will be built throughout 
this territory under the direction of Mr 
Higgins and the company will devote 
its entire time to direct agency business 
in the future. It is making 
gains, the paid for business in the first 
six weeks of this vear being more than 
twice the amount paid for in the si 


1 
change thi 


excellent 
‘ 


period last year. Another it 
the company has made is the granting 
of full renewal commissions to all 


agents, regardless of termination of con 
tract. In the past the termination of 
the contract terminated rights 
to renewal. 


has the 


Mutual is stated to have had too brie 
an experience with this monthly 
premium plan to make any definite de 
ductions as yet but is quoted as saying 


that it seems to accomplish two things 
More insurance is written and such 
contracts have a decreased lapse ratio 
The Travelers is understood to be very 
well satisfied with the plan as it has 
worked out with that office. 


Companies Using the Plan 


An incomplete list of companies which 
ire understood to be issuing monthly 
premium policies follows: Aetna, Fed 
eral Union, O.; First Texas Prudential 
Interstate Life & Accident, Tenn.; Jet 
ferson Standard, Lincoln Reserve, Ala.: 
Manhattan Mutual, Kan.: Methodist 
Ministers, Mass.; Phoenix Mutual, Pos 
tal, N. Y.: Presbyterian Ministers Fund, 
Pa.: Standard Life, Mo.: Teachers Life 

(CONTINUED ON PAGE 26) 





EFFECT IOWA MERGER | R. W. STEVENS MADE 


DES MOINES L. & A. EXPANDS 


Will Take Over Business of Preferred 
Risk Life of That City When 


Department Approves 





DES MOINES, IA., Fe 19.—Plans 
r a consolidation of the Des Moines 
Lite & Annuity and the Preferred Risk 
ite of Des Moines have eel perfected 
nd the « let ‘ the nie s 
< ly ques ‘ Phe Ps erred 
Risk l s CK voted na 
i usly tor the c« iti d it is 
expected that a s ir ce m will 
prevail at the 1 mecting of the 
stockholders ¢ the Des Me s Life 
& Annuit \ ce ent sent al 
stockholders | =e « y Paul \ 
Mantz says 
ine exe ( | ten 
tativel PI ve ( ition < a 
isis « il ‘ c ¢ e capuit 1 stock 
of the Des M es e & At y to 
2OU0 O00 Lhe tiie Preie ed 
kK : ‘ rT ‘ ‘ 
pa i n le | ‘ ‘ 
itte will ve y t 
( 1 lliss ( ce \ ( 
] sed « the » 4 t ‘ ‘ » 
eral 1 t ( < eT 
L he gy ‘ ( t s of { 
‘ panic ‘ ll tected, The 
. " ‘ ey 
Moines | & A ( will 
have but « < ( ( i ¢ ( c wilh a 
( ( ] tal l 
No Officials Profit by Merger 
“The combined ¢ panies have a cay 
ital of $600,000 and assets of approx! 
matel $1,750,000 with insurance in 
force of about $19,000,000 The two 
companies operating together will ad 
\ ce cl ore Tal liv and will have 
larger « port { 1K eXpal than 
oncratec ‘ atel 
In event « consolidat heer 
or ¢ ‘ ‘ ed wil e1tie ct 
] ll reese < ady tage ecial 
t le ‘ ‘ it 1 om ny ri 
Whatsocve ne t the two con 
panies is b t oted wholly witl 
the thought t t there will be greater 
ece my and more i id pre gress u der 
one ine ent 


Figures of Companies 


The Des Moines Lift 
orgamzed in 191 
ident: (,eorge Cosson, 
Houston, vice-presi 

secretary and actuary: R J 
Bat nister, gener il cou sel; | M Bar 
low, treasurer; Dr. Frank W. Chase 
n : 
¢ 


Mantz 


edical director. The co 
500 000 
$140,651 
It had an exceptionally good 


the past 


with a surplus of 
$15,033,000, 


capital 
Insurance in forces 


business 


The Preferred Risk Life was organ- 
ized in 1919. Its capital stock is $103 
$50 and surplus $4,159. It has insur 
ance in force totaling $ 16,936, hav 
ing gained nearly a million in new busi 
ness the past vear Its admitted assets 
re $245,195. J. J. Shambaugh is presi 
dent: G. W. Anderson, vice-president; 
W. F. Barr. secretary; George Cosson 
treasurer; Frank J. Haight, consulting 
ctuary Dr. | E. Foulk, medical di 


rector. 





ILLINOIS LIFE HEAD 


| Former President J. W. Stevens 


Now Occupies Position of 
Chairman of Board 


HAVE BUILT UP COMPANY 


Father and Son Make Strong Combi- 
nation—No Other Changes 
in Titles Planned 


mond \W Stevens, who since 

larch, 1901, has been vice-president and 
manager of agencies of the Illinois Life, 
een elevated to the pre sidency of 

the company, He succeeds in that po- 
lames W Stevens, founder and 
president of the company, who be 


es chairman of the board of direc- 
umes W. Stevens has guided the 
destinies of the Illinois Life for the past 
1 veat He been the financial and 
vestment genius, while R. W. Stevens 
i id active charge of agency work, 
‘ production, and the general de 
velopment of the company along life in- 
nee line Ihe change creates the 
tion of chairman of the board of 
directs ind gives the two principal 
‘ é of the company a different title. 
heir duties, for the present, will not be 
ltere No other changes in official 
tithe have been made, 


Father and Sen Combination 


\s father and son, James W. and Ray- 
mond W. Stevens have worked in com- 


plete harmony, and have built up one 
e1 t conspicuously successtul life 

ance institutions in the middle 

est Both have risen to places of im- 
rtance, but along radically different 
lines. James W. Stevens has during all 
of his business life been interested in 
estment and financial problems, He 

of a decidedly retiring disposition, He 

» distinction as a public speaker. 
Hie remains at all times in the back- 
nd, and has never taken up or 
ndled agency problems of the com 

“nh. W's” Qualities 


His son, “R. W 


* has achieved success 


long other paths. He has a magnetic 
nd pleasing personality He knows 
to handle and train men, He is de 
cidedl nterested in business develop 
ent p lems, sales questions, busi 
getting methods, and all other al 
ed questions relating to the sale and 
conservation of life insurance. He is 
intly equipped as an agency 
leader, and thus the operations of the 
company have been divided almost 
equall mto two parts 


Exchange of Tribates 


\t a banquet given to the agents of 
the Illinois Life some years ago, all 
impressed with the exchange of 
tributes between James W. Stevens and 


his son, Raymond, In referring to his 
father’s part in the development of the 


company, “R. W.” said that an orches- 
tra might be composed of a number of 
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brilliant soloists. It might be equipped 
with instruments of the finest quality. 
It might contain a great many individual 
stars of the first magnitude. It might 
be potentially an organization of great 
merit, but it could not function property 
or to the best advantage if it did not 
have a competent leader. Mr. Stevens 
said that the man who waves the baton 
is of the greatest importance to any 
orchestra. If he is well qualified, if 
he understands his business thoroughly, 
the orchestra under him will perform as 
it should. The carrier of the baton for 
the Illinois Life, Mr. Stevens said, was 
the then president, James W. Stevens. 


Response from Father 


In responding to this full-hearted trib- 
ute from his own son, James W. Stevens 
said that while an able leader was nec- 
essary to the success of any orchetra, 
he alone could not produce results. 
Without soloists, without musicians 
gifted and well-versed, an orchestra 
could not satisfy an audience. The most 
marked ability in an orchestra leader 
could not produce really great music 
from an orchestra that did not have in 
it some top-notch soloists of outstand- 
ing ability. This exchange of compli- 
ments sincerely given indicated to those 
attending this particular banquet the 
complete harmony existing between 
father and son. 


Learned Selling End 


R. W. Stevens, who now enters upon 
more important duties, entered the ser- 
vice of the Illinois Life as an agent in 
June, 1896, immediately following his 
graduation from the University of Chi- 
cago. ‘ W.” modestly says that his 
record as a personal producer was un- 
worthy of honorable mention. How- 
ever, while carrying the rate book, he 
carried out the motto of the Illinois Life, 
“To sell policies—see people.” By 
keeping everlastingly at it, he learned 
just as much about selling in his un- 
successful canvases as those who made 
big records. 

Early in his connection with the com- 
pany, Mr. Stevens became interested in 
agency work. Certain territory in IIli- 
nois and Michigan was assigned to him. 


He showed such aptitude for the dis- 
covery and development of desirable 
agency material that when in 1901, the 


company had reached such a point that 
a home office manager of agencies 
seemed desirable, he was elected to that 
position with the title of vice-president 
and manager of agencies. In his new 
work, Mr. Stevens will continue in ac- 
tive charge of the company’s agency 
force 
“RR, W's” Success Formula 


Mr. Stevens, who is still compara- 
tively a young man, was asked by Tut 
NATIONAL UNDERWRITER this week to give 
his success formula. Mr. Stevens said, 
“Determination to succeed; complete 
loyalty to the company of my choice; 
having pride in my work and finding 
pleasure in doing it; finding pleasure in 
meeting and knowing people; the read- 
ing of all books and pamphlets which 
seemed to be worth while, dealing with 
life insurance, which came within my 
reach, and in particular the consistent 
and careful reading from cover to cover 
each and every issue of a 
conside number of insurance jour- 
nals which kept me well informed on 
what was going on and the new devel 
opments in my chosen business. 

‘To the news gatherers and 
editors who during the past quarter cen 


to cover of 
rable 


msurance 


tury have been either my friends or lib- 
rary companions, | gratefully acknowl 
edge a greater debt of gratitude for such 
advancement as | have made than |! 
can ever repay. 

“Keeping closely in touch with the 


news of the insurance world is as vi 
tally important to the life insurance man 

who would advance in his business as 
is the reading and study of the current 
financial news to the successful banker 
or broker.” 


The Stevens family has taken a 
prominent place in the business and 
civic life of Chicago. James W. Stev- 

















ARRY GARDINER, New York 
H City general agent for the John 

Hancock, was called upon at the 
annual meeting of the general agents to 
give his ideas on the selection of agents. 
He said that he had found it wise to ob- 
tain as many men with sales experience 
as possible. He regards every man who 
seeks to sell him anything from books 
to automobiles as a prospective life in- 
surance agent. A second source of 
agents is policyholders who appear to 
be really convinced of the value of life 
insurance. Fire insurance men and 
school teachers are excellent prospects 
for agencies. The school teacher can 
give the business a thorough tryout dur- 
ing the summer months to prove his fit- 
ness for the business, without sacrific- 
ing his present position until he is satis- 
fied that he should make a permanent 
change. 

Mr. Gardiner said he did not have a 
great deal of use for the idea that only 
young men should be employed. He 
said that during January one of his 
agents, aged 70 years, had written $80,- 
000 and another aged 63 had written 
$53,000 of insurance. 

F. J. Carr, superintendent at Water- 





and 
officials of 


two brothers, Charles A. 
J. H., both of whom are 
Charles A. Stevens & Bros., the prom- 
inent State Street store in Chicago. 
James W. Stevens was formerly con- 
nected with Charles A. Stevens & Bros., 
but left many years ago to establish the 
Illinois Life. A short time ago when 
Charles A. Stevens & Brothers decided 
to purchase the Columbus Memorial and 
Venetian buildings at the corner of 
Washington and State streets in Chi- 
James W. Stevens rejoined his 
retail enterprise, form- 
ing the Stevens Brothers Corporation 
of which J. W. Stevens is chairman of 
the board, This corporation in pur- 
chasing the buildings which have just 
come under its control, consummated 
the largest real estate deal ever made in 


ens has 


cago, 
hr he : ] > 
brothers in the 


ee Ernest J. Stevens, a brother 
A . W. Stevens, is manager of the La 
» hotel, in Chicago, which is owned 


r oh Stevens family. Within the next 
year there will be erected on Michigan 
avenue in Chicago, near the Blackstone 
hotel, one of the largest hotel struc- 
tures in the world, to be known as the 
Stevens hotel. It will be operated along 
the lines followed by the La Salle hotel, 
but as one of the largest hostelries of 
the world, will have many outstanding 
features not possible with a smaller ho- 
tel. 


President William A, 
Merchants Life of lowa is on a 
trip to San Antonio, Tex 


Watts of the 
vacation 








STEVENS 
President, Illinois Life | 


rR. W. 





bury, Conn., said that to eliminate as 
many failures as possible he had adopted 
certain rules. First, he never employs 
former agents of other companies. Such 
men usually have been spoiled in the 
previous connection, or else would not 
have left it. An ex-agent is bound to 
be making comparisons constantly be- 
tween the methods of the two compa- 
nies. Secondly, he never employs ex- 
agents of his own company, because if 
a man failed to see the opportunity in 
the business the first time he will in all 
probability fail the second time. 


Must Be Employed at Once 


Third, the new agent must be em- 
ployed at the time he applies. This elim- 
inates many floaters and quitters, and 
means that the applicant really wants to 
enter the business. 

A fourth rule is most unusual. New 
agents must be brought in by the as- 
sistant superintendent who is to handle 
them. This is done on the theory that 
the assistant takes a real personal inter- 
est in men of his own selection, that is 
always lacking in a man that is turned 
over to him. He is apt to be prejudiced 
against a man he is asked to develop. 


CHARTER HAS BEEN AMENDED 


Peoria Life Can Now Write Accident 
and Health Insurance If 
Wishes to Do So 








The annual meeting of the Peoria 
Life was held last week. President 
Emmet C. May and all of the officers 
were re-elected as were all of the 


directors, 

A resolution was adopted to amend 
the charter to permit the writing of 
health and accident insurance as well as 
life. President May said the company 
has no intention of entering the health 
and accident field but this was done to} 
conform with the laws of some states 
regarding the operation of disability | 
clauses in life policies. 

The Peoria Life had a most successful 
year in 1923. January of this year was 


an excellent month for the company. 
Che business written for the month was 
$300,000 more than January, 1923, 


Report Big Year 

rhe American business of the Canada 
Life last year was two and one-half 
times as much as the entire production| 
of the company in 1918. The American 
companies doing business in Canada 
wrote more in Canada last year than the 
Canadian companies. More or less in- 
ternational good will is created by the 
companies writing across the line. 


STEVENS 


JAMES W. 





Illinois Life 


Chairman of Board, 


HOLD ANNUAL MEETING 


AMERICAN BANKERS’ ACTION 





Company to Be Restored in Several 
States Shortly—New Directors 
Are Elected 





The annual meeting of the American 
Bankers Life of Chicago was held last 
week and was attended by stockholders 
representing 75 percent of the stock. It 
was voted to ratify the previous changes 
decided upon at the special meeting of 
the company held Jan. 16. Several 
amendments to the by-laws were 
adopted. It was decided to defer the 
appointment of an actuary, medical di- 
rector and superintendent of agencies 
until a later meeting, although the com- 
pany expects to fill these vacancies 
within the next 60 days. 

Will Branch Out 


The American Bankers is now writ- 
ing business in Illinois only, but expects 
within the next month to be relicensed 
in the other states in which it formerly 
operated. The company’s impairment 
of capital was made up by the reinsur- 
ance of the Elgin Life of Elgin, Ill, and 


by the sale of the industrial accident and 
health business to the Cloverleaf Life 
& Casualty of Jacksonville, Ill. Control 


of the American Bankers’ was recently 
purchased by the officers of the Clover- 
leaf Life & Casualty. 

Officers and Directors 


Officers were elected as_ follows: 
President, Fred H. Rowe; Vice-Presi- 
dent, C. A. Goodale; Secretary, R. Y. 
Rowe; Vice-President and Treasurer, 
te Rowe; Assistant Secretary, G. M. 
Higgins and Assistant Treasurer, M. 
Hansen. The old directors were re- 
elected and in addition Dr. Louis H. 
Clampit, medical director of the Clover- 
leaf, was named to succeed Harry L. 
Sears as a director and H. P. Samuell, 
general counsel of the Cloverleaf, was 
made a director in succession to Charles 

’. Butler of Miles City, Mont. 





MORTALITY RATIO IN JAPAN 





General Manager McKechnie of the 
Manufacturers Life Tells About 
the Deaths from Earthquake 


J. B. McKechnie, general manager of 
the Manufacturers Life, in giving his 
annual report, spoke of the mortality 
experience of companies due to the 
earthquake in Japan. He said that while 
the catastrophe was a very appalling 
one not only in loss of material wealth 
but particularly so in loss of human life, 
at the same time the actual rate of mor- 
tality considering the large population 
involved was not so very high. The 
business of the Manufacturers Life is 
pretty well confined to the better class 
of Japanese. The mortality rate as re- 
gards its business therefore would nat- 
urally be lower than among the general 
population. The claims due to the 
earthquake amounted to $69,277 so far 
as the Manufacturers Life is concerned. 
The mortality last year was 45 percent 
as compared with 44 per cent the year 
before. In Canada proper the rate was 
40 percent in both years. 





Makes Feb. 29 “Ladies Day” 


Melson of the Continental 
Life of St. Louis has designated Feb. 
29 “Ladies Day” and suggests that on 
that date the agency organization give 
special attention to writing policies on 
the lives of women. Women are insur- 
able in the Continental on any form 
except term at the regular life rate, and 
disability benefits can be granted to 
single women engaged in a business or 
profession at slightly increased rates. 
In January the Continental wrote $2,- 
483,763 of new business and the reports 
for February indicate that it will pass 
2,500,000 for the month. 


President 
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LAPSATION HANDLED BY 
HOME OFFICE SYSTEM 





Plan of Minnesota Mutual Out- 
lined by Vice-President 
O. J. Lacy 


STUDYING LAPSE CAUSES 





Believe It Is Necessary to “Rate” Indi- 
vidual Producers on Basis of 
“Paid and Renewed” 





“You ask me about lapses,” said Vice 


President O. J. Lacy of the Minnesota 


Mutual Life, “and I will tell you that 
we have had them good and plenty 
during the past year. A large part of 
these could not be prevented. Bank 


after bank has collapsed in the north- 
west during the last year and dragged 


down country banks with them and 
lapses due to such causes cannot be 
averted. But there are lots of other 
causes for lapses which can be con- 
trolled and we are setting out to do 
this. I shall soon have Hollerith card 
reports which will establish, not only 


the lapse rate of agencies, but the lapse« 


rate of each man who works for that 
agency. I shall soon know who is who 
as regards staying business and what 
is more, I shall have the mortality ratio 
on each man’s business. The Hollerith 
system will make this an easy task. 
Study Cause of Lapse 

“Looking into the causes of lapses, 
one instance may serve to show how 
careful inquiry such as we will make 
may aid us to lower the ratio. Here 


that has done a splendid 
business of the character that seem- 
ingly should renew well. I find the 
leading producer of this agency has a 
top notch first year’s commission con- 
tract but has no renewals. His _ busi- 
ness has lapsed over 60 percent and his 
mortality rate is higher than it should 
be. Is there any connection between 
this and the fact that his contract is at 
the same first year commission his 
general agent and that he has no inter- 
think there is 


is one agency 


as 


est in renewals? I 
“One of the reasons for our giving up 
the big agency convention idea and 


adopting the plan of regional meetings 
is that we want to meet every man con- 


nected with this company face to face 
We want to sell him the idea we have 
that the business that stays is the only 


and to personally 
with his personal record 
we may find out what 


correct it if possible 


business that 
confront him 
on business that 
the fault is and 


Will “Rate” 


pays 


Producers 


“Feeling that perhaps in the past we 
have not been particular enough about 
renewal efforts, we have gradually been 
changing our methods of rating agents 
In the old days we merely rated agents 
by the number of applications and is 
sues. Deliveries were not noted with 
any especial care. Renewal interests 
were not dwelt on much. Then we got 
on a basis of rating men by number of 
examinations and policies issued, which 
was another step forward. Last vear 
we had progressed to rating agents on 
business examined and paid for and 
renewals. This was fine progress but 
next vear perhaps we may go still fur 
ther and establish records only on paid 
for and renewed business which, to my 


notion, is the ideal we ought to try to 
attain. 
“Trying to classify the causes of 


lapses which are, or ought to be, within 


the control of a company or an agent 
let me say that the first and most im- 

tant one is when an agent has a first 
vear commission contract only with no 


interest in renewals. Agents cannot be 





CLOVER SEEKS REDRESS 


PUBLIC LIFE IN THE COURTS 
Former Chairman of the Board At- 
tempts to Annul the Recent 
Election of Officers 


i the Pub 


lic Life of Chicago filed a bill last week 
in the superior court in Chicago seek 
ing an injunction against the board of 
directors and officers elected at the ar 


nual meeting. The bill asks tor 
appointment of a master in chan 
the holding of a new and imp 
tion, without the interference o 
millian J George, who is man: 
of the company 


restrain the other 


st 1 
The bill also seeks t 
members of the 


from conducting the business until a 
new election is held. In the bill it is 
alleged that no quorum was present at 


the annual stockholders meeting 

the proxies were not properly checked 
that no one knew how many stockhold 
ers were represented either in person or 
by proxy. It is further declared that 
despite the tact that question 1 

quor ben “x present Was f used nu 





the meeting and 


later date 


merous times during 


when a quorum wot | t was 
voted, Mr. St. Gee ree and his ass lates 
remaimed and held an election pla ing 
themselves in office 

The bill alleges that those s elected 
are now and have been functioning t 
the material detr ent ot the company 
It 1s turthe declared hat Mr st 
Ceorge has ce ind Ss continuing t 
send out letters tacking those of tl 
Alired Clover tactiol \n MyuNnctwo 
agaist such communications is sought 
Mr st Leoret and his associates 
brought severe charges aga st Alfred 
Clover, the former chairman of the 
board and the don mant tactor until he 
was ousted. The present move is 
the part of Mr. Clover and his associates 
against Mr. St. George and his follow 
ing 

At the annual meeting, in which the 
St. George group dominated, Fred H 
Walsh was elected president. He ts a 
real estate operator Dr Josep! Damini 
was chosen first vice-president: Dr 
Curtis A. Haines, second vice-president 
\ & Linder, secretary and treasurer 
and Dr. William M. Schware. medical 


thrector 


to take any great 
any 


y effort to re 
personally gainers from same 
, 


second reason is that 


expected 
a rule, in 
unless 
The t general aver 
cies olten try to get volume, in con 
tition with perhaps older and stronger 


cies of their company, by |} wn 


agen ny pres 
sure work. It is not only a_ hopeless 
task as a rule but the general ig¢ 
does not keep his €éve on the bal it all 
and is losing strokes and tim« Che third 
reason is that the general agent who 
is always urging his men to write 
$5000 contracts or better, and ignores 
the fact that efforts should always be 
made to get the smaller contracts 
placed, Is not headed for the right 
goal. 

“| inally, the agent is to blame 1or 


lapses when he solicits business solely 
consideration of price \ policy 
holder sold on this idea ever is incline: 
to listen to the next man who approaches 
him with a lower price and his policy 


ona 
] 


is likely to be shortly lapsed. The day 

that agents learn that service should | 
be featured above price with prospects 
that dav the business of life insurance 

is placed on a permanent and staving 

basis and the waste element. now so 
damnable, will be eliminated” 


New England’s General Agents Meet 


General agents of the New England 
Mutual Life have been called from all 
parts of the country tor the annual con 
ference at the home office which is t 


be held 


Feb. 27-29 
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LIFE MEN WATCH SUIT 


IMPORTANT TAX CASE IS UP 


Government Seeks to Levy Income Tax 
on Proceeds of Business 
Life Policy 


ASHINGTON, D. ¢ 


W 





The United States Supreme Court has 

been asked by the government to ad 

vance to an early hearing its suit 

against the Supy } l 

Company of Ph 

filed by Solicitor | 
rhe question whether | 

lite ins ance pol 

| atic up the 

officers constitute income within the 


meaning of the revenue law of 1918 and 


t utho 





ent a 





the lay ae nm me ¢ tax s ved 
this sm 
| 
One ot the cers ¢ t company | 
was imsured ive or the ¢ i 
1 his deatl the msurance company | 
paid the proceeds of the policy to the 
company r} government sued f 
$55,000 income tax on this payment, but 
the court of claims held in favor { tl | 
company by deciding the insurance pay 
ment was not come wit! the mea | 
ng the law The government stated | 
it re ds excess S355.000 n ust | 
be made | tl treasur t taxpavers 1 
he « rt « laims ecisio! s sustained 


Many Equitable People 
Are Life Underwriters 
Association Of ficials 


HI Equita le Lite « New \ K re] 
resentatives have always been active in 
’ lite Ww levy yritet at 1 








Phe company has made a recent hurried 
rve WW cl Was possibly nes lete 
showing t official affiliations of Equ 
table people with the cal underwriters 
ga ath | w tiie st fol- 
lows 

Alt i. 3 Ha Si 1, Secreta 
\r a M Olive \. Raucl secretary 
( hariest Q. | Rodde President ;: ( 
Ags Harr ( McNamer, President 
Dayt I irl Sykes P esident Deca 
tur: C. R. Golly, President; He rs 
Ky r W uly Evy secretary Indian 
ipolis: Frank L. Jones, President; Jar - 
tow! Wm. Bemus, Ir., President: Jol 
tow Pa Fran H. ¢ rad, S etar 
Nalamaz Micl W. A. Howe, | 
‘ Knoxvillk ler (; P. Chand 
I P le Lexingt IN | H 
I mn] secret | ila | > 
WI 


jn 








Nels P 
t: Topeka: Pendleton A. Miller. Pres 
lent, Guy ¢ Sickl secretary Water 
tow H. J. Wheeler, Secreta Wicl 
Kan.: John Schumacher, President 








Kingery With North American 
Hl. W. Kingery, formerly in the 


surance ind ink g bus ess tn Vvom 
ne. has di sed of all of his banking | 
terecta _y* - wies solitons 
the North America National Life 
Q)1 iha He is to assist witl the ivency 
work, make bank line-ups 1 break 
cw me life insurance work 


GROUP BUSINESS REAL 
FIELD FOR LOCAL MAN 


Jumbo Cases Usually Require 
Some Aid But Most of Them 
Can Be Handled Locally 


FACTORS IN A SALE 


TWO 


Employer Must First Be Convinced and 
Then Employes, if Written on 
Contributory Plan 


HARTFORD, CONN. Feb. 19.—A 
great many local agents are now turn- 
ng some of their attention to group in 
surance successfully This is probably 

e of the most interesting developments 

the field of group health and accident 
und group life insurance of the past 
year. The agents are finding that group 

surance is not as complicated as they 
thought he fact is that the contract 
eli is very simple—much more simple 

y personal health and accident 

( tract which the average agent has to 
sell The only complicated part about 
it is the number of people that must be 

ld” to close the deal properly. 

Of « st handling the enormous 

ses where hig c rporations, railroads, 
etc.. purchase group insurance the com 
petition is very close and companies 

erned send an important group of 
epartment officials to handle the cases, 
| the k run the big bulk of 
x y Insurance poli ies in which the lo- 
l agent is interested can be handled 
the ame himeaolf 
Case in New York Town 

lust what it means to the local agent 
to handle a tew group cases 1s well de- 
picted by the case of an agent ina New 
York town in which are located six fac- 

es The « loves of these factories 
( se the ilk of the population of 
this city Up to the time he became 
interest« group insurance this agent 
was merely “one of the many” in the 

“ He was not an outstanding fig- 
re at all He became interested in 
group howeve ind went to one local 
tactory ind with the aid of the com- 

special closed the case. This gave 

the ear of several hundred employes 
the factory He was recommended, 

to the the 1 agement of the fac 
Not ly « he make a commis- 

e group poli vy but he wae 

est lished s portant imsurance 
the eves of these emploves. Since 

that time he ha sed group cases on 
the six fa es town and even 

t ‘ e is the insurance man in his 
community, His business is known by 
more lividuals in the city than per- 

haps iy other insurance agent 
ry} iwh these connections he has 


1 great deal of personal accident, 


burglary. liabilitv. automobile and other 
casualty lines He established himself 

e quickly through the writing of 
e < ce than he probably could 
] t iT 1 other line 


Den't Overlook Small Businesses 


‘ ] il x. ¢ t wl be mes inter 
ested gr ) surance shou d avoid 
the stake made by so many agents 
who have written big life insurance con- 


tracts which is to become so interested 

the bie ones that they forget about 
the small business. In the average town 
there are only a few good prospects and 
the law of averages is apt to work out 

group insurance as well as any other 
line The agent mentioned above, who 
wrote all six factories in his town, is 
the except ind the agent should not 

ke the mistake of de voting all of his 


time to group insurance. The best plan 
: . : 
is to get two or three cases of group in- 
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surance “on the fire,” make occasional 
calls at the offices of these prospects, 
and keep working them up without neg- 
lecting other business. Too often these 
big cases fall through when they seem 
about to land and the agent who has 
neglected his other work and_ has 
dreamed of the possibilities of writing a 
big group contract finds himself totally 
discouraged, out of touch with his reg- 
ular customers and feels that he has 
lost the entire time which he has de- 
voted to the group insurance. 

There are only a few men who are 
in a position to devote their entire time 
to group. he : 

Group insurance the way it is written 
today most frequently is on the partici- 
pating plan of payment, that is the em- 
ployer pays a part of the premium and 
the employe the other part. Frequently 
the employer pays for the group life in- 
surance and the employe pays for the 
group accident and health. On this plan 
the employer must be convinced that 
it is a good thing for the employe, and 
then the agent must convince the em- 
ployes. This sounds to some extent 
like the reminiscence of the rosy days 
of monthly payment health and acci- 
dent insurance, when so many agents 
were successful in gaining permission 
from employers to solicit the workers 


and wrote up a large percentage of them 
on individual monthly payment policies. 
There is one sharp difference. The 
proper way to sell group insurance is 
not merely to gain permission of the 
employer to solicit the employe. The 
employer must be completely “sold” 
on the idea. 

This can be done first through senti- 
mental reasons. Every employer is in- 
terested in the welfare of his employes. 
He may not show it in many ways, and 
he may not buy the group insurance but 
he is very apt to listen if the salesman 
gains his ear on this point. He can also 
be appealed to by the statement that un- 
doubtedly the factory with group in- 
surance in force has less trouble with 
labor turnover. Other things being 
equal an employe will remain with the 
concern which provides him with group 
insurance, particularly if it is a policy 
that grows larger as the years go by. 
The temptation to change merely be- 
cause far fields look greenest is much 
lessened if group insurance is in force, 
which must be sacrificed in leaving the 
employ of the company. 


Convincing the Employes 
Having gained the employer’s confi- 


dence and having convinced him that it 
would be worth his while to pay part of 





the premium the next thing is to get 
to the employes through their foremen 
and convince them that it is a good 
thing. The companies require that 75 
percent of the employes be written in 
order to put the group plan in effect. 

Companies writing group insurance 
find that the one thing which always in- 
terests the local agent in group is to 
have him get a taste of blood. It very 
often requires the services of a special 
agent to do this. Once having found 
how it works, the agent is bound to be 
interested in group insurance and al- 
though the commissions are low, the 
premiums run rather large. It is a very 
simple proposition from an underwriting 
standpoint, as the agent merely writes 
accident and health insurance for a 
group rather than for one. 


Farmers & Bankers Figures 


The Farmers & Bankers Life of 
Wichita, Kans., has published its annual 
statement showing assets of $4,589,459 
and insurance in force of $32,969,567. 
Legal reserve on policies is $3,081,154 
and contingent reserve, above legal re- 
quirement is $162,530. The surplus to 
policyholders is $500,161. The company 
is making excellent progress and in- 





creased its admitted assets during 1925 
by $677,049, 
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KANSAS’ GREATEST LIFE INSURANCE 


COMPANY 


Presents Its Thirteenth Annual Statement Showing Condition of Company, December 31, 1923 





LEGAL 
RESERVE 


USED AS CREDIT BASIS 


TULSA BUSINESS MAN SPEAKS 





Head of Halliburton-Abbott Company 
Shows How Life Insurance Is 
Playing Business Part 





L. E. Abbott, president of Hallibur- 
ton-Abbott Company of Tulsa, Okla., in 
a talk before the life insurance men of 
that city on relation of life insurance 
to credit said that notwithstanding the 
faith that the bank has in a borrower, 
that fact does not always provide suffi- 
cient protection for the large lines of 
credit often asked by a merchant. The 
question of integrity is not the only 
one involved. The personality, ability, 
the brains of the borrower, to turn the 
moneys received from the bank into 
goods and then back again into money 
at profit to liquidate his obligation, 
should be considered. 


Some Require Insurance 


Sometimes this is contingent on the 
survivorship of the borrower. For that 
reason a number of banks are requiring 
life insurance policies on the life of the 
borrower so that there will be no doubt 
about the debt being liquidated. So 
long as the man lives the bank will 
take a chance. It has faith in his ability 
to do what he sets out to accomplish. 
If he dies the bank is protected by the 
assigned insurance policy. Mr. Abbott 
said that life insurance thus used 
stabilizes debt and reduces the rate of 
interest that probably would have to be 
charged for an extra hazard, if the out- 
standing credit were not properly pro- 


tected. 
John Wanamaker's Plan 


Mr. Abbott referred to the late John 
Wanamaker, merchant prince of Phila- 








ASSETS LIABILITIES delphia, who always Sonstares up his 
et credit by large amounts of life insur- 
PE IS BOOS, oo cicceecccsdcasins $1,879,360.00 Legal Reserve on Policies............... $3,081,154.39 ance. Although he never was actually 

(On Improved Real Estate (As Required by State Ins. Dept.) known to have used his insurance for 

Appraised for $7,922,662.00) Contingent Reserve on Policies....... ..++ 162,530.35 business purposes, Mr. Abbott said 
Bonds of U. S. Government.............. 45,600.00 alee if th — fg hg mys that he was probably the first example 
: ; Riles . we Te Sa = aa oo ae of the credit confidence it instills in 
7. Sean and Municipal Bonds, 1.358.940.31 Credit to Policyholders, Left with Com- . banking institutions that have advanced 

eiesernperes eSeeTesetrenreene IO, FW ee ee eee 764,940.34 money for credit purposes and are de- 
Loans and Liens on Policies............. 826,447.69 Reserve for TaxesS........ssseeeeesseees . 32,000.00 pendent in part at least for repayment 

(Secured by Legal Reserve) Death Claims Incurred : upon the survivorship of the business 
ee NE cast cpcceawdacevenes 244,826.11 (Proofs not Completed. Paid brains of the company. In addition to 

(Tine Deposits sad Checking after Jan. Ist)......... a eecvecsccccecs 8,300.00 giving confidence to the banker, life in- 

Account) tg wed Tabilitics ae % Avene. rt surance also gives confidence to the man 
Te ree ats oi oo... $275,000.00 — whose life is insured. It gives him the 
: . : “ APIAL OTOCK oo scerccereceeens path payee necessary business nerve for progres- 
Net Premiums in Process of Collection.. 152,568.07 Unassigned Surplus ........... 225,160.71 sive methods because it carries with it 

(Secured by Legal Reserve) ¥ : the certainty that should he not sur- 
Furniture and Fixtures...............00+ 000.00 Additional Surplus for Policyholders vive the crucial point in the credit turn- 

(Charged Off) I cans saaincoceden dees PERE 500,160.71 over, the insurance will prevent loss to 

. atinena his company. 

Total Admitted Assets............... $4,589,458.82 Total Liabilities ........ccccccccccccccccs $4,589,458.82 Life Insurance Now Favored 
Be PN PNNONS BOF Ti vii scetescvesseccedssseccessuscedncecscscasccsnscesncceseceseesa $ 677,049.29 Mr. Abbott said there was a time 
ee ee Se OO CD vcpccndavene evxsseseasevsatenetbnaccvecsssevenencacences 1,689,142.12 when the use of life insurance was 
On Deposit with State of Kansas, Decentber 31, 1923... .......ccccsccccscccscevccecccccccecsocess - 3,191,300.31 largely limited so far as it served any 
Insurance in Force December 31, 1923 (Paid for Basis) ..........ccccccccccceccccccccccccccccccece 32,969,567.00 purpose for credit. It has passed be- 


yond this classification, he declared. 
The big merchant and the banker both 
favor it as part of credit. The banker 
favors it for the certainty of his money. 
The merchant favors it for the certainty 
that no matter whether he survives the 


THIS IS THE LARGEST VOLUME OF BUSINESS EVER PLACED UPON THE BOOKS OF ANY 
KANSAS LIFE INSURANCE COMPANY 





The Continuous and Substantial Growth of this Company is Shown Below: 















sist IN FORCE UN FORCE” ey * rep period or not the business will not_suf- 

1911 -$ 1,845,295 $ 429,268 fer if there is insurance to pay off the 

1914 a ee er eee 672, outstanding obligations. 

191 ~~ i ye . 1,293. 

ae * . 31,018,650 ... Ei bye Will Stretch a Point 

NIA is, sassincdteacaaantunabnok sacpiehccan secur 16,593 Sieneanenerriniacicaec EN  oewaisdesaiesciebackadueie: ak ‘ : 
— Mr. Abbott said that bankers will 





often extend credit beyond what might 
be considered justified when they know 
that the uses to which the money is to 
be put is based on good business judg- 
ment and is well protected by life in- 
surance. Mr. Abbott said that he had 
had occasion while in New York and 


The Farmers & Bankers Life Insurance Company 


J. H. STEWART, Vice-Pres. and Treas. H. K. LINDSLEY President T. A. BRUBACHER, , . 
DR. J. L. EVANS, Medical Director FRANK B. JACOBSHAGEN, Secretary J. Ho STEWART, ty by Chicago to talk to bankers and others 
DR. GEO, R. LITTLE, Asso. Med. Dir. C. A. SWALLOW, Chief Clerk JAY D. WAITE, Actuary handling commercial paper. He found 
S. M. SHOLL, Auditing hy stnne ce mene Dept. J. E. HIGDON, Consulting Actuary that they were always favorably jm- 
Altes a pressed with that part of the —_ 
WICHITA ment of his concern showing a fair 
KANSAS amount of insurance carried on the 


heads of the institution. There are 
three stockholders in his corporation. 
They are all actively engaged in carry- 
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Acacia Mutual Life Association 


Summary of Annual Report as of December 31, 1923 












ASSETS: 
First mortgage loans on improved real estate........ $4,760,338.88 
a i it eee eeseeatasouns 187,067.04 
a a i a a 1,508,380.00 
Cash in banks and im office...................00000s 286,720.01 
Loans on association’s policies..................... 1,065,449.04 
Net Premiums in process of collection.............. 1,372,653.22 
Se ek. i ee ee oe ee cough ewan 237,199.09 








Ns gtd ee eae seen $9,417,807.28 
I ne Ne EO Be yee 347,122.91 















BALANCE TO PROTECT POLICY CONTRACTS: 


Legal reserve requirement — American 
Experience Table of Mortality and 























314% interest on all policies........ $8,099,246.62 

DY. ttoehel ec tcenreauneknw ks 971,437.75 
$9,070,684.37 

Another Year of Great Progress 

New imsurance paid for.......................5:. $ 41,796,950.00 
Gain in imsurance in force....................... 29,505,600.00 
Insurance in force December 31, 1923............. 152,190,700.00 
NEE ee aie eae 9,417,807.28 
Stade 2,592,462.41 
ie caweecenende 2,172,087.38 
Increase in surplus (net)...................0005- 223,029.81 






A Mutual Oid Line Company—Limited to Master Masons—Conducted for 
the Sole Benefit of Its Members and Their Beneficiaries and Not for Profit. 





Progress During Past Ten Years 


INSURANCE ISSUED INSURANCE IN FORCE 
YEAR ASSETS DURING YEAR END OF YEAR 
1913 $437,289 $2,113,000 $7,016,000 
1915 780,660 4,342,345 11,052,500 
1918 1,721,058 7,283,250 24,044,612 
1919 2,220,990 14,732,250 37,657,924 
1920 3,084,141 36,719,500 71,097,545 
1921 4,613,495 38,942,000 101,222,295 
1922 6,828,345 39,898,050 122,685,100 


1923 9,417,807 41,796,950 152,190,700 





This remarkable increase (put on with a small field force) is without parallel in life insurance history 
and proves how easy it is for Acacia Agents to write business and make money. 


Attractive agency contracts are available to high-grade men in thirty-five States. 


WILLIAM MONTGOMERY, President 


Home Office: Homer Building Washington, D. C. 
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ing on some particular, essential part ' 
= me business. | The ma he 
said carrying insurance on all three FIGURES FROM DECEMBER 31, 1923, STATEMENTS 
cerning a man’s life insurance will not 


answer all the questions involved in the LIFE COMPANIES 


matter of extending credit. He doubts 





































a Nat. Reserve 225,000 


if there is any one line of inquiry, how- Capital am. s oe a. a a a = Ins pve jrotal 7 Reid. protal 
= . A . ef ilies : : apita : rpius ‘ in orce in orce neome nceome olynars yisburs 
ever, that could be made of a man after] Atlantic Life $500,000 $ 555,203 $21,729,665 $ 102,023,085 $11,642.578 $ 3,269,278 $ 4,048,146 $ 1,915,052 $ 2,641,202 
having been engaged in business for] Baltimore Life vy 14,89: 58.324.403 5,850,497 2, 3: 701,399 5 ( 1.880.173 
several years, that would come as near | Bus. og AS. , anaes re + 2,306,045 327.935 170.377 
. +4: . tro age... ‘ a OF 9: 9,503.96 84.67 
showing both ability and determina-| Farmers Nat.) 2'021'759 200000 9. =" a's00'746 : pee oh + ty 
tion to meet obligations and keep] Kan. City Life. 30,017,137 500,000 2, 968,165 ! 9,078,539 5,401,106 
promises as his life insurance. Mut. Benefit. ..361,523,231 ; 528.531 54,677 73,765,402 
Nat. Fid., Mo.. 1 100,000 ; 7 636.995 
21, 
22,684 





Franklin Men Going Strong New Eng. Mut.140,3: ; 3 
‘ = - ‘ North., Wash 4,: 250,000 .38 35, 665,198 7 
On Feb, 13 eighteen men had already] N. W. Lf., Neb. 155,000 : 963,500 231,283 
qualified for the $100,000 Club of the Volooe ate. . 4,529, : 100,000 », 869 32,35 3,584,342 1,291,313 
os re 7a ne E caves olunt’r State 297.749 600,000 14,748,033 68,057,101 7,343,380 404,241 
Franklin Life. In 1923 on that date} wooUn, Wash. 7,982/995 200,000 f 9,217,226 54,739,001 2,790,480 1,686,717 2.255.596 
only 10 men had passed the $100,000] _ ; — 
mark. There were none who had] — ; ; 7 | iii : 
reached the $250,000 mark at this time President Sarver Gives “To engage in life insurance requires | sudden death in an automobile accident 
in 1923, while this year the company neither capital nor a long period of in New York Friday morning was nego- 
has eight men who have passed this G ; training. Sufficient education regarding | tiating, prior to his departure from his 
- : r tes Som sang yeqareing | tating, | eparture fr¢ 
figure up to Feb. 13. The club year aduate ome vice it to make a start can be obtained in a | city to take out a $25000 life insurance 
starts June 1 of each year. | ‘6 HAT shall I make my life work? | few weeks. In most cases this can be | policy, with a double indemnity clause 
This year the $100,000 Club will be This question, which many col-| secured while one is engaged in some | that would have assured his beneficiary 
given a trip to Yellowstone Park in] lege graduates soon will have to answer | Other line of work. | $50,000 in the event he met sudden 
August. and which other young men are pon- “A life insurance agent has an oppor- | death. 
ekennmsaniavnenins dering now, is take » in a stateme * to selec so >us ers; | The policy was drawn up and Thurs- 
_ | dering now, is taken up in a statement | tunity to select his own customers; to Phe policy l 1 1 TI 
Acacia Mutual’s Showing issued here today by John M. Sarver, | do business with successful men; to work | day afternoon just before Mr. O’Connor 
former Ohio educator. Mr. Sarver,| when others are idle; to work as many | left Hartford for his automobile trip to 


New York, the insurance agent pre- 


The annual statement of the Acacia who helped to train young men and | hours as he wishes; to set his own in- 
sented the papers for first payment to 


Mutual Life shows the company in a women in the schools of Canton, O.,| come; to constantly increase his clien- 
trong position financially and reports | where he was a high school principal | tele; to extend his friendships; to help | him ready to sign. But Mr. O'Connor 
an excellent business in 1923. The in- | ong then superintendent of schools, is | men make good; to protect widows and | hesitated and was in a hurry to leave 
surance issued during 1923 totaled $41,- | brecident of the Ohio State Life. Out | orphans; to keep old folks out of poor |on his trip. He said he preferred to 
796,950, compared with $39,898,050 in . ¢ houses; to keep children out of or-| wait until he returned from New York 
1932 and $14,732,250 in 1919. Insurance before taking final action in the matter. 
in ‘force at the end of the year was So he didn’t sign. 

$152,190,700, compared with $122,685,- The next morning the automobile in 


; ; saee « pon Ake Oo ffer so many opportunities and ad- . . . ; : aut 
100 at the end of 1922 and $37,657,924 | Aly 2 Delay in Signing for which Mr. O’Connor was riding plunged 


vantages and so few disadvantages as 





of his experience of years as head of 
that institution, he declared there are | phanages. 
few avenues of human endeavor which 





at the end of 1919. Gain in insurance over ; me om ee 7 
ae ie , : . “es ues er an embankment on Burke avenue, 
in force during last year was $29,505,- | that ot selling life insurance. . Life Policy Cost Auto New York, and he was killed 
600. Assets are now $9,417,807, an in- “The Golden Age in life insurance ts , : . 

“ : ; . ” . . . . + | — 
crease of $2,592,642 during the year. | just dawning,” he said in his statement. Victim s Mother $50,000 Dr. Charles E. Albright of Milwauk 
The reserves of $8,099,247 show an in- “Good financial returns are desirable sonaied ateey sy cemesiess tte. 


yet other factors con- ECAUSE the late Roderick O’Con-| tua) Life has left with his wife for New 
$971,438 shows an increase of $223,-| tribute much to a man’s happiness and, nor wanted another day or two in| York. From there they will go to Miami, 
030. The Acacia Mutual Life is a mu- | general well-being. The advantages of | which to “think it over,” his mother tomy ” aoe Ls ann ee. eee Se 
tual old line company, limited to master | life insurance in this respect are second | will be deprived of $50,000. The young world's records for writing Ifte. insur- 
Masons only. to none. Hartford fire insurance official who met ! ance. 


crease of $2,172,087 and a surplus of | in any calling 




















Good Contracts for Good Men : 


in 


Kansas—Missouri— Arkansas 


THE 


BANK SAVINGS LIFE 
| INSURANCE CO. 


Home Office: Topeka, Kansas 





Michigan, Pennsylvania and 
West Virginia 


We Offer We Want 


A Business of Your Own A Man of Character 
With Permanent Income Preferably Married 
Financial Assistance Pleasing Personality 
Home Office Service Persistent and Ambitious 
No Claims Contested With Selling Experience 


Began Business 1909 
i GROWTH 


SNOW WH = 
ONO WH - 


' die SS 4 —— Dependable Dividends Age Thirty or Older 
1913 $ 447,095 $ 382,794 $ 64,301 $ 177,252 $5,017,574 Free Health Service Now Well Insured 
1918 1,140,608 999,625 140,983 785,414 9,505,850 Agents Training School Dein os | one 


1923 2,641,750 2,413,665 228,085 2,113,221 18,109,824 


Specimen Rates including Double Indemnity, and 
Waiver of Premium with $10 per month per $1000 in event 
of Total and Permanent Disability. 


Age 35 


Ordinary Life . , ‘ ; $23.97 
Fourteen Payment Life . : 40.58 
Twenty Payment Life. ; 32.44 
Endowment at 65 (Twenty Payments 37.26 


Address Home Office 


The Midland 
Mutual Life 
Insurance Co. 


‘‘Its Performances Exceed 
Its Promises’’ 


Columbus, Ohio 


eee ee me ee ee ee 
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a ~ $100,000,000.00 INSURANCE IN FORCE _ | 
Old Line Bankers Life Insurance Company of Nebraska — 


FINANCIAL STATEMENT OF JANUARY FIRST, NINETEEN HUNDRED AND TWENTY-FOUR 








ASSETS LIABILITIES 
| First Mortgage. Farm Loans...............ceece: ee eeeeseeess-$17,787,134.47 Reserve (Full Net Level Reserve).. $15,669,165.88 
en NN so nee eta ekeawae ke se ; 223,374.23 Death Claims, Proofs Not In 30,234.02 
Cash Loans on Company Policies.......cccccccccccccses : . 3,245,19863 Premiums Paid in Advance 9,959.72 
Municipal ae Sees Weatancesinatinerseroronetnsin 708,397.12 Interest Paid in Advancc...co.ccccccccccccccccccccccccccccecees 95,349.28 
i 6d not enynaeabeeniecunthee eaWeweee ane 599,323.06 ey , — 18,752.02 
I aa : i 141,239.22 Agent - mn Balan aoe 
Interest Accrued, Not Due................. ahead i‘ . 334,872.68 Suspense Account 2 cist talaga ade d =k Sateeneeelor aes : 
Net Deferred and Unreported Premiums.................... 185,224.57 Premiums on New Applications, Policies not yet Issued 2,402.78 
, Furniture and Fixtures Account............sssccocseseecscese None’ Reserve for Dividends and Installments left with Company.... 22,263.27 
cae stn pane Sn wsesed Cu Kah ed edhe nhensdadhunaberedkenes — Reserve for Taxes mens eh SS See A ee EL) 335,155.00 
Sem MOORS cnceenncsvecsnencsnssesstvsesesssnnvescereessess MB. ROAINS toe Sateen Medlend oon ae 20.0461 
ee es wma e ous Seeealeaas Reais re eye None Capital Stock ......... cata iad ant 100,000.00 
TE wirvcosdd bibwha tka tabeiet-atd e cee ig cape None Surplus for Protection of Policyholders 7,001 ,917.80 
ee a eee een eres $23,305,763.98 Total .« «+ $23,305,763.98 
RECORD OF NINETEEN HUNDRED AND TWENTY-THREE 
i i isk tas cehnd-ceeneneias eaiecabecnsnnnans xaweeenwe $ 409,208.06 Total Income ........ $ 4,260,736.76 
Oe OE concen bl navdveusaWxddessidasesibebenies vais 966,636.26 Paid Policyholders ... ey 2,176,677.63 
Gain in Assets Aiken LARP Rd CERRO SR eEMAReNTEheeebneceenes -eeeess 1,427,574.32 Income Exceeding Disbursements 1,399,623.32 
ee ae osu aeubiwbiebabawebeckus . 4,894,939.92 Insurance Issued SAGO FER EN een eas ON on ee EE 11,508,993.27 
Insurance in Force December 31, 1923, $100,441,168.68 
Percentage of Death Losses paid to Mean Insurance............ .0.377. Percentage of Total Terminations to Mean Insurance eer 
Average Percentage of Actual to Expected Mortality, December 31, 1905, to December 31, 1922. ‘ 39.00 





WANTED—Manager and District Agent for our Detroit, Michigan, Established Office 


WE LEAD THE WORLD IN OUR HOME STATE IN OLD LINE LIFE INSURANCE IN FORCE 











‘The Columbian National 
Life Insurance Company 


BOSTON, MASS. 


Assets Insurance in Force 
$27 ,332,065.94 $167 ,914,488.00 
New Low Rates 
Full Commission to Age 66, Inclusive 
Non-Forfeitable Renewals 
Generous Expense Allowance 


W. W. TATE, General Agent 
208 South La Salle Street 
CHICAGO 
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| NEW CONNECTION MADE 

















|'SHUDDE WITH MERCHANTS 


Resigns as Chief Actuary of Iowa In- 
surance Department to Go With 
Des Moines Company 


The Proof of the Pudding 


We could continue to tell you of the effectiveness of the 
personal and constant co-operation between the Home Office 
of The Lincoln National Life Insurance Company and the 
men out on the firing line, but sometimes we believe that the 
agents themselves can do it better. 

Many letters like the one appearing here come into the 
Lincoln National Life Home Office every month. 


L. O. Shudde, chief actuary of the 
lowa insurance department ior three 
vears, has resigned to accept the posi- 
tion of actuary for the Merchants Life 
of Des Moines, Iowa. 

Mr. Shudde was formerly connected 
with the Texas insurance department, 
leaving it in 1918 and entering the office 
of Frank Haight, consulting actuary at 
Indianapolis. The next year he accepted 
a position in the Iowa department as 
examiner. On July 1, 1921, he succeeded 





AGENCY OF 


The Lincoln National Life Insurance Co. 


HOME OFFICE: FORT WAYNE, IND. 





W.R. McCOLLISTER, SpeciAL REPRESENTATIVE 
120 West SECOND STREET 
PORTLAND, INDIANA 


THE LINCOLN NATIONAL LIFE INS.CO. 
Fort Wayne, Indiana 


Gentlemen:—-I wish to thank you for your wonderful assist- 

ance in closing some of my largest sales and especially 
the $10,000 case which I closed recently at Winchester 

| Your letters explain my proposition in such a clear yet 

| forceful manner that it is much easier for me to close 

the contract. 


Again thanking you and assuring you that I appreciate 
your splendid co-operation, I am 





L. 0, SHUDDE 








Yours very truly, 
W. R. McCOLLISTER 











Hundreds of genuinely personal letters go out to prospects 


each month to help the men in the field. _ 
Just one of the angles of that effective co-operation which 


makes it pay to 


seat atiil . 
> 


(LINK UP (wir THE”) LINCOLN) 





Lincoln Life Building 


The 


‘‘Its Name Indicates Its Character’”’ 


Now More Than $300,000,000 In Force 


Lincoln National Life 
Insurance Company 


Fort Wayne, Ind. 























Arthur M. Haight as chief actuary. 

Mr. Shudde was graduated from the 
University of Texas in 1913 with the de- 
gree of bachelor of arts. He received his 
master’s degree from the same institu- 
tion in 1914. 

The Merchants Life was organized as 
an assessment association in 1894 and 
was reorganized on a legal reserve basis 
in 1915, having written legal reserve 
business only since that date. The Mer 
chants Life is now operating in 24 
states, has placed approximately $65,- 
000,000 legal reserve business upon its 
books, has assets of more than $6,500,- 
000, policy reserves of over $5,000,000 
and a surplus to policyholders of $548.,- 
748.51. The remarkable growth of the 
Merchants Life is due largely to the 
splendid executive ability of William A 
Watts, president of the company. Ralph 
E. Kennon succeeds him as chief actu 
ary of the lowa department. 


Chicago Gets Five Leaders 
The Chicago department of the Mu 
tual Life has five men among the first 
15 leaders in the entire country last 


i} year. It secured first place, Samuel 
| Heifetz being No. 1. Chris. H. Ander 


son was No, 4. S. H. Foreman was 
fifth. I. B. Jacobs, who conducts a 
branch agency in Chicago, wrote 
enough personal business to boost him 
up from 45th place in 1922 to 13th in 
1923. David Schnitzer was 15th 


Merchants Life's Promotions 
H. T. O'Neill and Emil E. Hill have 


been appointed assistant secretaries 0 
the Merchants Life of Des Moines. Mr 
O'Neill has been with the Merchants 
Lite for 12 years and Mr. Hill for 11 
years. Mr. O'Neill has been head of the 
purchasing department. Mr. Hill has 
been assistant to the actuary and later 
became agent in Michigan. Two year 
| ago he was recalled to the home office 
|} to head the policy department 
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OVER When a life insurance company less than four years old 
ONE AND has over 33 million dollars of good business on its books, 

with over two and one-half million dollars in assets and 
A HALF such a company has regularly for more than six months 
MILLION received in new business much over a million dollars each 
MONTHLY and every month,it must surely indicate to you that this 

volume of business has not been secured by chance. It 
means that the company must have attractive and popular policy con- 
tracts, well paid and satisfied agents, effective Home Office co-operation, 
and that the Company has an ambitious vision and program of con- 
structive expansion which is bringing these most satisfactory results. 


Ample territory is available in states west of the Mississippi for clean and 
ambitious agents who have a desire to “grow with a growing company.” 


STATE LIFE INSURANCE COMPANY 


OF IOWA 


Iowa Building, Des Moines, lowa 
A. C. TUCKER, President WILLIAM KOCH, Vice-President and Field Manager 
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; 
_ The Story of The Inter-Southern Life | 
— HOME OFFICE INVESTMENT ! 


The Inter-Southern’s Home Office building, absolutely owned by the Company, has grown 
from a modest structure to one of the outstanding office and bank buildings in the 
world, with a gross revenue around a quarter of a million dollars per annum. It is one 
of the safest and soundest investments the Company owns. 











Most life insurance companies own their own Home Office building, many of which are 
now in course of construction. Few, if any, have served the purposes, or pay as healthy 
returns as does our building. It is a wonderful structure, but it was not built exclusively 
to advertise the Company. It was builded for, has served, and is now serving, very 
practical purposes. It is making a splendid record. 


Gains for 1923—-Forty-Two Per Cent. 


The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 








The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 
$25,911,170, or forty-two per cent gain in insurance in force. 





srrun- Gourmet LIFE BULLDING. 
a ee The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President ! 
LOUISVILLE KENTUCKY 
Eighteenth Year 
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WASHINGTON 


9 


These brief extracts from his ‘‘Farewell Address 
should prove an inspiration to us all. 


“Citizens, by birth or choice, of a common country, 
that country has a right to concentrate your affections. 
The name of American, which belongs to you, must 
always exalt the just pride of patriotism. The in- 
dependence and liberty you possess are the work of joint 
councils and joint efforts, of common dangers, sufferings 
and successes. From different causes and from different 
quarters much pains will be taken, many artifices em- 
ployed, to weaken in your minds the conviction of this 
truth. As this is the point against which the batteries 
of internal and external enemies will be most constantly 
and actively directed, it is of infinite moment that you 
should properly estimate its immense value; that you 
should cherish a cordial, habitual, and immovable at- 
tachment to it; watching for its preservation with 
jealous anxiety: discountenancing whatever may suggest 
even a suspicion that it can in any event be abandoned; 
and indignantly frowning upon the first dawning of 
every attempt to alienate any portion of our country 
from the rest or to enfeeble the sacred ties which now 
link it together. Liberty will find in such a govern- 
ment its surest guardian.” 


The Prudential 


Insurance Company of America 


PRUDENTIAL = 


mas Tet 
sruenct OF! EDWARD D. DUFFIELD, President 


copmaural 


Home Office, Newark, New Jersey 











POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research and experience. 
THE OTIS HANN COMPANY 
10 So. La Salle St. Chicago, Illinois 








H. W. Strickler, President E. L. Shinnick, Secretary-Actuary 


THE MIDLAND INSURANCE COMPANY 


OF ST. PAUL, MINN. 


Attractive contract for Three General Agents 


DULUTH, MINNESOTA — NORTHERN PENNINSULA, MICHIGAN -— 
EASTERN NEBRASKA 


For Information Address 


G. K. Henshall - ~ - - - Vice-President 

















| Pacific Mut. Baas... 


U NDE RW RITE R 
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LIFE INSURANCE BY STATES 











Business issued in 1923 and amount in force December 31, 1923, in various commonwealths 


























Amer. Natl, Tex.Ord, 1,191,990 
Amer. Natl., Tex.Ind. 4,932,039 
Atlantic Ss cones 1,542,318 
9 


Zankers Life, Ta.... 2,047,199 
Bnnke rs Res, Life.. 1,017,250 
Cent. Life, la....... 35,500 


Connecticut Mutual. 1,105,922 
Equit. Life, N. Y.Ord. 7,662,289 
Equit. Life, N. ¥.Gr. 500,208 
Equitable Life, Ia... 395,800 
Home Life, N. Y..... H 57 
International, Mo... 
Kansas City Life... 
Lincoln Natl, Life... 
Manhattan Life..... 
Maryland Assur..... 
Metropol. Life..Ord.1 
Metropol, Life..Ind.1 
Metropol. Life...Gr. 
Mo, State Life. .Ord. 
Mo. State Life...Gr. 
Mut. Benefit Life.... 
Natl. Life. Vt. 
Northwestern Mut. 
BO err 





Pan American Life.. 
Southland Life, Tex. 
Supreme L. & C.Ord. 
Res. Loan Life.Ord. 
Phila. Life......Ord. 
State Mut. Life.OQrd. 
State Life, Ind..Ord. 
Travelers ...... Ord. 
TROCOEOER ssn ccoas Gr. 
Universal, Tenn.Ord. 
Universal, Tenn.Ind. 
Voluntr, St. Life or 




















65, 
66,11 7,188 


6, 


440,894 





TENNESSEE 
i} 
— — ———————— ——y 
New 
Name of Co Business 
Aetna Life......Ord. 4,674,906 
Aetna Life....... Gr. 1,473,540 
Amer. Central, Ind.. 387,163 





"310, 300 
> 





781,302 
861,155 
805,487 
492,991 


968, 528 




















New In 
Busine ss Force 
National, Vt. 597,742 
Northwestern Mut. 5,637. 200 
| Ohio National. ; 580,140 
Pacific Mutual . ‘ 996,925 
Pan-American ...... 404,000 
Philadelphia ....... 203,131 
r — = — = — — | 
! 
NORTH DAKOTA ! 
EE —=— anh 
Aetna Life ...... .. 1,141,687 5,820,854 
Mut. Benefit Life... 196,351 3,478,229 
Midland, Minn...... 457.476 3,298,800 
| Guarantee yg aah 778,500 2,684,500 
Equitable Life, N. Y. 1,373,000 §,791,27 
roo, eee 1,212,479 4 
Bankers Res... Neb.. 503,486 y & 
N. W. Mut. Life.... 809,000 11, 541; 1266 
ee ———- — a | 


| Central Life, Ia..... 


| Illinois Life....... 








MICHIGAN | 
— ileal 289 42 


Ohio State Life. 

Security Life, Va ‘ 
Columbian Nat...... 
Phoenix Mut, Life.. 





Bankers Life, Neb.. 269.66 3 "673,667 
Great West, Can... 3. 202, 288 5,404,446 
Home Life, N. ¥ : 





Farmers Natl...... $6. 000 84,750 
Conserv. Life, Ind... 515,000 1,370,054 
Mich. Mut. Life.. 8.994.379 34,16 

Amer. Life, Mich.... 6,444,481 32,496,076 


Providers Life, Ill.. 
Detroit Life ; 
Central Life, Ill... 
Korth Amer., Ill. 
Great Northern Life. 






Federal Life, Ill..... .893,2 
Mut. Benefit Life... .20, 


Volunt. St. Life..Gr. 33,560 Amer. Nat. Tex.Ord 

: Amer. Nat., Tex.Ind. 

ama a (Ue 

ae, Bee Be. Baceen 

NEW JERSEY | Provident Mut. Life. 

| Indianapolis Life... 

——— | Columbus Mut. 

Aetna Life..... Ord. 8,338,452 39,275,991 aan 1: 381,182 1,896,973 
|} Aetna Life Trt. 2,118,350 6.894.780 | 1 inerty Life. M1 1.475.000 281.500 
| Continental, TIL... 265 | | Public Sav.,Ind.Ord. 647,250 — 1,694,726 
Equitable Life, Ta.. 1,622 | Public Sav.. Ind.Ind. | 608,750 1,217,626 
J. Haneock M..Ord. Peoria Life . 5.693.510 13 520 
J. Hancock M...Ind. 299 








Natl. Life. Vt..... 
Northwestern Mut 
Penn Mut. Life.. ; 
Philadelphia L..Ord. 
Philadelphia L..Gr 
State Mut., Mass.Gr. 
tankers Life, Ia 
Connecticut Mut. 
Home Life, N. Y. 
Internatl. Life, Mo 
Lincoln Natl. Life 
Maryland Assur 

Mut. Benefit Life. 
New England Mut 
Pacific Mut. Life. . 
Sun Life, Can. 
Travelers .. seee8 
Union Mut., Me... 
Metropolitan ...Ord.53, 
Metropolitan ...Ind. 
Metropolitan Gr. 





‘ 
H : 

Equit. L.. N. ¥.Ord.18,331,174 92.164.941 
2 3 


Equit. L.. N. ¥..Gr. 








PENNSYLVANIA 
i] 

Aetna Life.....Ord.25,32 

Aetna Life. -<Gr.28,545.195 56 
Connecticut Mut 10,21 
Cleveland Life... 96,000 
Equit. L., N. ¥. 7,290 $ 
Equit. L., N. Y¥. 048 
Mut. Benefit Life. 863 
Maryland Assur.. 000 


Midland Mut., O.. 
Metropol, Life.. 
Metropol, Life.. 
Metropol, Life. 
Northwestern Mut. 
State Life, Ind.. 
Travelers 
Travelers .. 
Union Mut., Me. 








WEST VIRGINIA 


Aetna Life rae - 1,911,449 
Cleveland Life. 
Connecticut Mut. 
Equitable Life, 

John Han. Mut. 

Metropolitan oe¢ 
Midland Mut., O. ; 
Mutual Benefit...... 














04,856 10,573,901 


8.997 86,920,615 


437 49,365,701 


















Old Colony Life “S 438,316 2.4 
Midland, Minn. . 

Natl. Life, Vt... 
Cleveland Life. 
Bankers Res....Ord 
State Life, Ind. : 
Roman Standard. 
Bankers Life. Ia.. 
Continental, Il. ae 
Aetna Life..... Ora 
Aetna Life......Gr.1 
Amer, Central, Ind.. 
Equitable Life, Ia... 
Demme. BGG, cccses 
Midland Mut...... 
New England Mut.. 
Pacific Mu. Life..Ord. 
Wisconsin Natl..... 
Equit, L., N.Y : : 
Equit. L., N Y. Gr. 
Guardian Life..Ord. 




















Guardian Life...Ind. ........ 

i OKLAHOMA | 
U —— = ———ee 
Loyal Union, Okla.. 1, 293, Han 8,220,000 


267.500 





Bnkrs, & Pint., Okla 





Sov. Camp Woodmen 673. 400 20,535,271 
Sup. For. Woodmen 520.600 7.492.848 
Metropolitan Life. ..11,395,050 $3.842.127 
pvaverese .onee . 5,589,968 14,882,491 
Great Southern Life . 4,198,164 16,684,358 
Pioneer Circle, Okla. ...... 9,351,250 
Wom. Ben. Maccabees 110,500 1,843,900 


Security Increases Capital 


At the annual meeting of the stock- 
holders of the Security Life of America 
in Richmond, Va., last week it was 
decided to increase the capital stock of 
the company from $220,000 to $250,000, 
by the sale of $30,000 additional stock at 
par. This slight increase was made in 
order to bring the company within the 
recent ruling of the California insur- 
ance department which requires $50,000 
capital for companies writing disability 
and double indemnity clause, in addi- 
tion to the $200,000 required for ordi- 
nary life. The Security Life has its 
home office in Chicago, but holds a 
Virginia charter, so that the business 
meetings are held at Richmond. 
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GROUP CASE DECIDED 


BENEFICIARY CHANGE UPHELD 


Nebraska Supreme Court Rules for 
Equitable in Case Involving 
Group Policy 


The Nebraska supreme court has de 
cided for the Equitable Life of New 
York in a case involving a certificate 
issued to Rollo M. Goodrich under the 
group policy of the Union Pacific rail- 
road. Goodrich had originally had his 
wife made beneficiary, but at the time 
ot his death a divorce suit was pending 
Meanwhile he filled out a blank that 


the Union Pacific used for changing 


benehciary. There was delay in for 
warding this to New York, and in the 
meantime Goodrich died. The compan) 


paid the $1,000 to the mother as the 
belated request provided, and then the 
wife sued. 

The court says that the railroad com- 
pany is the agent of the insurance com- 
pany, and that the fact that Goodrich 
was dead before his request had been 
acted on was not his tauk. It says 
further: 

“Where the terms of a policy of life 
insurance are not before the court, and 
the statute provides that a change of 
beneficiary may be made by the insured 
without the consent of the insuranc« 
company, and where the insured has 
properly filled out and signed a re- 
quest for a change of beneficiary on 
blanks furnished to him for that pur- 
pose by the company and delivered the 
same to an agent of the compan? whose 
duty it was to forward the same to the 
company, and where through the fault 
of the agent the request of the insured 
ior a change of beneficiary is not re- 
ceived by the company at its home office 
till after the death of the insured, and 
where the company has recognized the 
change and paid the new beneficiary, | 
the change will take effect, even though 
the formal details of consent are not} 
complied with by the insurer before 
the death ot the insured.” 


MISSOURI STATE’S NEW PLAN 
Names Three Superintendents of Agen- 
cies for Territorial Divisions 
of Country 


The Missouri State Life has an 
nounced three important promotions in 
connection with its field development 
program. Carey G. Arnett has been 
made superintendent of agencies for the 
central division, W. O. Dutton for the 
western division and Stavert Hudson for 
the eastern division. 

Mr. Arnett’s territory embraces all of 
the middle west, including Missouri and 
neighboring states, in which the com-| 
pany has been strongly represented for 
many years. The western territory in- 
cludes the Pacific slope, where the com- 
pany has several flourishing branches, 
including Los Angeles, San Francisco, 
Seattle and Portland. In the eastern 
territory it has branches in Philadelphia 
Newark, Pittsburgh, Baltimore, Detroit | 
and other important commercial and in- 
dustrial centers. 

Mr. Arnett has been with the com 
pany in various capacities for several 
vears. He has had a long and success- 
tul career in agency work. He was a 
big personal producer for the New York 
Life and later occupied an executive | 
position with a prominent southern com- 
pany. Mr. Dutton is a veteran of the} 
Missouri State, with experience in the 
home office in various responsible posi 
tions. Mr. Hudson came from the com 
merical sales fleld two years ago, win 
ning rapid promotion through marked | 
ibility in agency work. 


The Missouri State Life Employees | 
Benefit Association gave its annual St 
Valentine dinner dance in the home office | 
building cafeteria Feb. 16 A very large | 
ittendance war on hand 
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The Pan-American Life 


Wants a General Agent for 
the State of Minnesota 


The man who secures this position 
must be a good personal producer 
and must know how to organize 
and manage an agency. 


The right man will be given a lib- 
eral General Agency contract with 
ample financial backing. 


Pan-American service includes: 


Unexcelled Low-Cost Life Policies. 
Substandard Policies for Under- 
Average Lives. 
Child’s Educational Endowment 
Non-Cancellable Income Policies 
Non-Cancellable Accident Policies 
Standard Accident and Health Policies 
Standard Accident Policies. 


Vice President and General Man- 
ager E.G. Simmons will be in St. 
Paul and Minneapolis in February. 
Anyone wishing to make an ap- 
pointment will please write direct 
to him. 


ADDRESS 


IE. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 
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Life Insurance Man Is Creative 


A LIFE insurance agent has a different 
proposition than a salesman who goes out 
to represent some house selling an article 
of merchandise. An established house has 
a territory werked up. Therefore it has 
a number of customers that are more or 
less This its “trade.” The 
reputation of the hguse means much. 
Naturally the personal acquaintance of a 

counts for something. He 
sell mere goods than the new 
who unacquainted with the 
territory, send a 
and 
in renewing orders 
The 


sent 


1S 


satisfied. 


salesman is 
to 


salesman 


able 
18 


same but a house can 


new salesman to its old customers 


he 
to a greater or less extent. 
The 


renewals and add 


will be successful 
trade is 
out to get 
to the grders and pos- 


there. salesman is 


sibly hunt up a few new customers. 


The life insurance salesman has no 
“trade” established to which he can go 
and be confident renewing a certain 
amount of business every year. He is 


He 


Therefore 


is getting new busi- 
when a new 


always creating 
ness all the 
it a company 


nan starts ou 


time 


has no “trade” 


to hand him. He has to make his own 
The merchandise house can give 
its salesman a salary and then offer a 
commission on what he over and 
above a certain amount which is taken as 


“trade.” 


does 


a renewal order basis. 

The life insurance 
scarcely afford to pay a 
when he goes out because 
“trade” established. He 
what the salesman will do. A 
dise house would net guarantee 


general agent can 
man a salary 
there 
not know 
merchan- 
the 
imagined sales 


is no 


does 


sales- 
man any commission on any 
he would make over and above the estab- 
lished That is up to the 
himself. If he does not increase his sales, 
he gets no further pay than his guarantee. 
The life insurance salesman therefore does 
know he Unless he is 

tried the 
agent has nothing on which to base any 
advance or guarantee. That is the reason 
that general agents are seeking men that 
can finance themselves for time until 
their reputation as producers at least is 


sum. salesman 


not what can do, 


well in business, his general 


a 


established. 


As a Credit Guarantee 


' 


PRACTICALLY al] lii 
‘redit. You pay dow: 


insurance is sold on 
an installment, get 
enjoy its protection as fully 
f the motor car for 


Se f th 
sit and 


1 
your i icy, 


as vou do the u 


which you gave a dep a bundle 


f notes, and pay more installments yearly, 
half-yearly, quarterly, monthly, or even 
eekly. You are expected to live long 


yugh to pay directly in premiums or in- 


will 


nterest all 


But ii 


expectations (; 


divecth in that the policy 
you don't live up 

figured that 
the 
company 
Your 
to 


18 


ver pay back 


to the as 


by 


r measuring device known as 
nortality table) the insurance 
ays: “That’s all old 
were good. You didn't try 


the 


right, man, 


contract 


Covering Too 


companies commenting on 


the work of new agents declares that 
they may try to cover too much terri- 
iz and accomplish too much in a short 
tire The new man wants to make a 
he gz; therefore, he tries to travel 
4 iter pace than the experienced man. 
\s this company says, the new agent 
believes that every call he makes is an 
tervit and he thinks that because he 
talks to a man about life insurance he 
has landed a prospect. As time goes on 
the new agent will find that many pros- 
pec always adopt the policy of being 
igreeable and courteous. That does not 
mean that they are in a mood to take 


free now. Death wiped out your indebt- 
edness to us.” 

But different 
home, bonds, or anything else on credit! 
Death or no death, all payments must be 
or the title passes back in part or 
to the 
Occasionally a 


how when you buy a 


made 
seller. 
housing 


in whole 
corporation, a 
building and loan association or a savings 
bank hooks a life insurance feature into 
its offerings to the public. It makes such 
attractive, it gives the 
better deal, it relieves the seller 
of the very unhappy duty of having to 
foreclose when death disrupts a chain of 
installments. 

Life insurance 
has a big future. 


Much Ground 


out insurance with that agent. 

Many the 
agent thinks he has clinched will prove 
disappointing. The that 
the gets experi- 


offerings more 


buyer a 


as a guarantor of credit 


of prospects that the new 
compensation 
out this 
that he has learned 
real interest, that he 
value the prospects more accurately 
did. He 
discriminating in his 
He it 

rething the man 
that he 
meet 


agent of 
the 


something of 


new 


ence is feeling 
and 
can 
than he once becomes far mort 
selection of 
to 


whom 


pros- 
know 
he 


offer sug- 


pects finds essential 


son about is 
can 
the 


to 


approaching 
gestions that 
He 


wheat from the 


so 
individual 
the 


will 
learns hew winnow 


chaff. 


case, 
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General Agent W. R. Collins of the 
National Life of Vermont in New York 
City was the leading producer of the 
company last year. E, J. Tyler and 
Griswold Wilson, both at Cleveland, 
were second and third, They 
nearly $750,000 each. Mr. Tyler led 
Mr. Wilson by less than $6,000. 


Life of Dallas, 
ton, Tex., is again the agency leader of 
his company for 1923. Mr. Bayless 
entered the ranks of life insurance only 
a couple of years ago, having been form- 
erly an advertising man, but attained 
leadership almost at once. His adver- 
tising experience has stood him in good 
stead and he has rung all the changes 
on “Tex” in newspaper, billboard and 
other forms of advertising in Houston 
until he is known all over town. And 
the service that he gives, and instructs 
his men to give, makes him even better 
known. Mr. Bayless furnishes another 
instance of what energy, abilitv and care- 
ful planning may do to help life insur- 


ance men become leaders of company 
forces as well as in their communities. 

Mr. Bayless has _ hanging on 
the wall of his office a_ cer- 
tificate signed by President Harry 
L. Seay of his company saying 


that he has been classed as the “best all 
around agent” and the “ideal agent” in 
the Southland’s service. Not only this 
deserved compliment but the certificate 
says that, each month during 1924, Mr. 
Bayless will receive from the company 
token 


$10 as a of its appreciation of 
this meritorious position, Mr. Bayless 
wrote $1,229,000 for the Southland in 


1923 and has only been in life insurance 
work for about five years. He is a com- 
paratively young man, having been born 


July 1, 1894, and was formerly in the 
advertising business. 
Arthur P. Johnson, secretary of the 


Northern Life of Seattle, who has been 
on a two months’ vacation trip to Ha- 
waii to restore his health, was suddenly 
called home on account of illness in his 
family while on the last lap of his 
journey visiting the company’s agencies 
throughout California. 

P. F. Bouquet, group supervisor of 
the St. Louis offices of the Metropoli- 
tan Life, has become a member of the 
Metropolitan’s Million Dollar Club, of 
which there are only 25 members. In 
1923 Mr. Bouquet produced group pol- 
icies for $9,538,600. 


P. J. Kraus, manager of the Chicago 
North district of the Metropolitan Life 
in Chicago, is the oldest manager of the 
company in point of continuous serv- 
ice. Mr. Kraus is now celebrating his 
fist vear. He has been in Chicago in 
his present position for 34 years. When 
he started the Metropolitan had three 
districts in Chicago Mr. Kraus had 
the entire district from Kinzie street 
north, taking in all that part of the city 
and from the lake to the western limits 
There are now 20 districts in Chicago 
or 21 counting Oak Park. The Metro- 
politan at that time had $2,000,000 as- 
sets Mr. Kraus is greatly beloved by 
the insurance fraternity of his city and 
is held in high esteem by his company. 
He gives to his distinguished chief, 
Haley Fiske, president of the Metro- 
politan, great credit for the achieve- 
ments of the company, especially in 
later vears Mr. Kraus declares that 
Mr Fiske had dreams of the present 
Metropolitan years ago 





> 
oo 


Pickens M. Harper, vice-president of 
the Continental Life of St. Louis, who 
was recently elevated to the presidency 
of the Continental’s subsidiary, the First 
National of Pierre, S. D., is a southerner 
by birth. He comes from the little vil 
lage of Raymond, Miss., where he was 
educated in the public schools. He 
| a lineal descendant of General Pickens, 


is 


paid for | 


“Tex” A. C. Bayless of the Southland | 


general agent at Hous- | 








of Revolutionary fame, whose name he 
bears. His grandfather organized the 
Raymond “Gazette,” one of the oldest 
weeklies in Mississippi, and his own 
father edited it for many years. Mr. 
Harper began his life insurance career 


in the Mississippi branch office of the 
New York Life as a clerk. Later, for 
several years, he successfully repre- 


sented the Missouri State Life as gen- 
eral agent at Memphis, Tenn. He went 
to the Pacific Coast for a short time, 
and a few years ago accepted the vice- 
presidency of the St. Louis company 
He is one of the youngest life insurance 
presidents in America, not having yet 
reached the age of 40. 


Donald G. Coates, of Dallas, Texas, 
formerly representative of “Insurance 


Field” and more recently general agent 
at Dallas of the Southern Life & Trust, 
now the Pilot Life of Greensboro, N. C., 
has resigned to become display adver- 
tising man for the Dallas “Dispatch.” 

J. F. Wellington, who has been a 
“star” producer for the Great Southern 
Life ot Houston for many years, and 
prior to that connection was a banner 
producer for the New York Life, is now 
showing that he can write about life in- 
surance as well as write it. He is edit- 
ing “The Great Southern,” the com- 
pany’s paper, and is making a hit, es- 
pecially with his epigrammatic “shorts” 
entitled “Wise and Otherwise,” which 
appeared in the January issue. There 
are many classes of company papers 
but this one is in the “worth while” 
class. 

W. P. Charlton, agent for the Great 
Northern Life of Chicago, working out 
of the state headquarters at Madison, 
Wis., dropped dead last week at a hotel 
at Edgerton, Wis., while on a business 
trip to that city. His death was caused 
by heart trouble. Mr. Charlton was 
quite recently transferred to Madison 
from Chicago, having been a successful 
producer there for the past eight or 
nine years for the Old Central Busi- 
ness Men’s Association. which was 
merged with the Great Northern Life 
about a year ago. 

The Great Northern also lost another 


of its successful Wisconsin producers 
recently in the death of A. L. Rieben 
of Wausau, who had been with the 


company for only two years but showed 
a production of $250,000 of life insur- 
ance in 1923. Mr. Rieben carried an es- 
pecially heavy line of life insurance him- 
self, showing that he believed in his 
own business. 


O. J. Collman, president of the Lin 
coln Life of Lincoln, Neb., died last 
week after a brief illness at the age of 62 

Mr. Collman was one of the best 
known and active insurance men in Ne- 


braska. In 1910 he organized the Lin- 
|coln Accident Company, and two years 
ago he added life underwriting and 
changed its name. Recently he bought 
two local insurance companies at Lin- 
coln and had planned for a large de 





velopment in the future 


Charles C. Scherf, 70 years of age, ed- 
itor of the “Insurance Register” of 
Philadelphia, died there last week as re 
sult of injuries received when he was 
struck by an automobile. He suffered 
a fracture of the skull. Mr. Scherf was 
one of the veterans of the insurance 
newspaper business and was very widely 
known among insurance men in the 
Philadelphia territory. 


S. Mackintosh, veteran policy 


Tohn 
) Mutual Life of New York 


holder of the 


in Washington, D. C., attained the un- 
usual in maturing his ordinary life pol 
icy at age 96. Mr. Mackintosh was 
recently the recipient of a check for 
$5,098.80 from the Mutual Life termi 
nating the ordinary life contract which 
had been in force since Jan. 23, 1860. As 
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all ordinary life policies, this was an} 
endowment at age 96 and Mr. MaclIn- 
tosh. who has now reached that age 1s 
dead, according to the tables of mor-| 
tality, but very much alive and vigor-| 
ously moving about. The policy which | 
was terminated was peculiar in its 
makeup, a picture of the “Valley of 
Death” being shown in the upper left- | 
hand corner and a picture of the presi- 
dent of the company paying insurance | 
to the widow and children of the de- 
ceased in the upper right-hand corner, 
typical of the old life policies issued in 
those days. It had every appearance of 
a “death insurance” policy instead of a 
life insurance policy. 


Bert C. Nelson of the Northwestern 
Mutual Life at Peoria, Ill., led the en- 
tire agency force of the company in 
number of applications secured since 
the beginning of the club year, June 1. | 
Mr. Nelson has been the leader of the 
Marathon Club for three successive 
years. This is the club to which belong 
the agents that produce over and above 
a certain number of applications. Mr. 
Nelson has good prospects of securing 
it for the fourth time. 





Charles W. Helser, who last week re- 
signed as vice-president and manager of 
agencies of the West Coast Life, to ac- 
cept the presidency of four San Fran- 
cisco manufacturing concerns, was ten- 
dered a farewell luncheon by the officers 
and directors of that company. At the 
luncheon, which was attended by Presi- 
dent John A. Koster, Vice-President and 
Actuary Thomson, Vice-President and 
General Counsel Francis V. Keesling 
and eight of the directors, Mr. Helser 
was presented with a handsome silver 
rose bowl suitably inscribed. The 
presentation was made by President 
Koster. who paid a glowing tribute to 
the splendid work accomplished by Mr. 
Helser while connected with the com- 
pany, to which Mr. Helser replied, say- 
ing that he would always be interested 
in its growth and welfare. Several wires 
were read from members of the agency 
organization expressing their regret at 
Mr. Helser’s resignation and wishing 


for him success in his new connections. 


Harry J. Miller, second vice-president 
of the Metropolitan Life, who addressed 
the members of the Stuyvesant Heights 
staff at their annual banquet Saturday 
night at the Ambassador Hotel, Atlantic | 
City, at the conclusion of his talk | 
was amazed to find four waiters carry- | 
ing a huge birthday cake, which they | 
placed on the table in front of him. He 
immediately cut it and gave each person 
in the banquet hall a piece. There was 
enough to go around because it weighed 
> pounds. The only difficulty he had | 
was getting around the 47 candles that 
were on it, and the only thing he re- 
gretted was destroying the top, which 
bore the words “A Happy Birthday to | 
Harry J. Miller, whose friendship needs 
no symbol nor token.” 








Charles E. Anstett has been appointed 
superintendent of the inspection depart 
ment of the New York Life. He sue- 
ceeds the late Superintendent James A 
Dolan 

Mr. Anstett was born in Faston. Pa 
and was educated at Lafavette Colleve 
He secured an appointment in the 
United States Coast Guard Academy | 
from which he graduated as ensign in | 
1911 During the war he was on dutv| 
in Washington at coast guard headquar 
ters as chief pav officer. He was also a 
member of the joint militarv board as 
sociated with the Bureau of War Risk 
Insurance. In 1919 he resigned holding 
the rank of lieutenant commander and 
went with the New York Life, Apr. 29 
He has been assistant in the inspection 
department. 


Following a fall on the street which | 
rendered him unconscious, Col. Will 
Allen Waite, general agent of the Phoe 
nix Mutual Life in Detroit for a num 
ber of vears, died Saturday in an am- 
bulance while being taken to the hospi- | 
tal. He was 60 vears of age 

Col. Waite was an active member and | 


' 
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Writing Both Participating and Non-Participating Policies 


in the 


“GREAT INDUSTRIAL HEART OF AMERICA” 








GEVENTEEN Years of close adherence to the 
right principles and ideals, has produced this Generel Agency 


. , . openings with lib- 
highly creditable result: par pare tog 


men who can 


INSURANCE IN FORCE $34,717,621 qualify in 


Remarkably Persistent Business 


Admitted Assets 5,236,757 Ohio 


(Large for our age and volume Pennsylvania 
Capital,Surplus and Special Funds, 556,885 Illinois 
(Additional Factors of Strength) Indiana 
Michigan 
THE CLEVELAND LIFE INSURANCE COMPANY West Virginia 
‘ pans WM. H. HUNT, President Cacti dine Kentucky 




















reat -\\We st 
assunance Hf ai Fe CoMPaNy 


Condensed Annual Statement 








Increase Over 
1923 1922 
New Business Issued (Ordinary . $ 66,302,285.00 $ 10,185,610.00 
Business in Force (Ordinary 351,402,105.00 35,280,169.00 





Income 14,866,029.29 2,063,664.04 
Assets 56,235,142.99 7,036,887 .97 





Surplus Earned 2,843,600.14 169,915.52 
Provision for Future Profits to Policy- 
holders 5,601,358.00 768,719.00 


Unassigned Profits and Contingency ; 
Reserve 2,033,975.22 185,886.95 


EVIDENCES OF PROSPERITY AND PROGRESS 
(1)—Large increase in new business and in business in force. 
(2)—Assets growing rapidly—now over $56,000,000. 


(3)—The combination of a high interest rate with low rates of expense and 
mortality has resulted in a further demonstration of the Company’s 
Superior Profits to Policyholders. 


T. Milton Taylor - . - State Manager - - - Chicago 
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THE INDIANAPOLIS 
LIFE INSURANCE CO. 


Has an Opening for Agency 
Supervisor for Chicago 


QUALIFICATIONS 

Under forty years of age; good health; 
well educated, College graduate pre- 
ferred; ability and experience both in per- 
sonal sales and getting and developing 
men; must be capable of earning not less 
than $7,500.00 per year. 

Salary, and bonus on production. 


The Company has a well equipped office in the Peoples 
Gas Building, and two successful, going District Offices 
in Chicago. 

Company has over $13,000,000.00 Insurance in Force in 
Chicago and vicinity, on well satisfied, co-operating 
Policyholders. 


WORKING TOOLS: 

A Purely Mutual Company, in its 19th 
year. 

$42,000,000.00 Insurance in Force. 

Low Initial Premiums, reduced by liberal 
annual dividends, resulting in very Low 
Net Cost. 

Satisfied Policyholders, and 

A clean and wholesome record all the way 
through. 


RECORD OF POLICY, NO. 809, Issued 
by the Indianapolis Life Insurance Com- 
pany, May 15, 1906. 

$10,000—20 Payment Life—Age 35. 


Annual Net 
Dividend Premium 
en $331.60 
290.30 
288.90 
287.00 
285.80 
284.50 
283.60 
277.70 
275.80 
274.20 
205.50 


Year 

1906 

1907 

1908 

1909 

1910 

1911 47.10 

1912 

1913 

1914 

1915 

1916 (Reg. Div.) 
(Extra Div.) 

1917 

1918 

1919 

1920 

1921 70.10 

1922 

1923 (Reg. Div.) 
(Extra Div.) 


269.80 
267.30 
331.60 
270.50 
261.50 
258.60 
240.64 


_ For Particulars Write to Frank P. Manly, Pres. 


(Give credentials with first letter) 


ALSO A PLACE FOR MANAGER AT 
ROCKFORD, ILL. 











treasurer of the Detroit Life Under- 
writers Association, also officially con- 
nected with the National Life Under- 
writers Association and the Phoenix 
| Mutual Life Association. He first be- 
|}came connected with the Phoenix Mu- 
ltual in Detroit as associate manager in 
December, 1901, and later as general 
| agent. He was a member of the insur- 
jance firm of Waite & Burgess from 1905 
to 1907 and at one time a partner in the | 
}firmot Arthur & Waite. ie 
| For 15 years he had been identified 
| with the Michigan National Guard and 
| served four years on the governor’ s staff 
|where he was given the title of colonel. 
| He was a widely known Republican 
lleader in Michigan and a delegate to 
state and national conventions for a 
|number of years 

| — 

J. Charles Rietz, actuary of the Mid- 
booty Mutual Life, Columbus, O., who 
has been quite ill, is reported improved. 











John F. Stuckert of Sheboygan, Wis., 
general agent for the counties of She- 
boygan and Manitowoc, was presented 
with a beautiful engraved gold medal 
at the state convention of the agents of 
the Central Life in Madison, for having 
made a 100 percent record in renewal 
of business. Mr. Stuckert has been in 
the insurance business for many years 
and is well known in Wisconsin. 

Thomas F. Lawrence vice-president 
of the Missouri State Life and the driv- 
ing force behind its wonderful agency 
organization celebrated his birthday Feb. 
i6. He was 47 vears young, having first 
seen the light of day in Hartford, Conn., 
Feb. 16, 1877. Born in such surround- 
ings it was natural for Mr. Lawrence to 
turn toward insurance. He was edu- 
cated in the public school of Hartford 
and Yale University from which he | 





| Frank. Weston, Madison, Wis., 


santasted a1, 1924 


ieee in 1889. His many friends 
remembered the occasion and he was the 
recipient of many messages of congratu- 
lations. 


Frank P. Manly, president of the In- 
diapapolis Life, has been appointed a 
member of the park board of Indian- 
apolis, succeeding the wife of Mayor 
Lew Shank who died recently. Mr. 
Manly has taste and experience along 
the line of park development and up- 
keep which will make him a valuable 
addition to the park board. He owns a 


| beautiful tract of ground north of the 


city on the river to the landscaping and 
development of which he has given 
much study with very practical and sat 
isfactory results, 

Claude A. Carr, son of F. B. Carr, 
general agent for the Canada Life in 
Cleveland, was the largest non-manager 
producer for the company last vear 
qualifying as president of the Quarter 
Million club. 

By holding the second ticket in line, 
general 
agent for New York Life, and official in 
the Madison Optimists club, became 
owner of the four door sedan given 
away at the 1924 Auto Show in Madison. 
The person holding the first number lost 
the opportunity of obtaining the prize 
through forfeit or non-appearance. 


N. Z. Snell, socshiuat of the Midwest 
Life of Lincoln, Neb., has gone to Cali- 
fornia for a three months’ trip, with his 
wife, and will take in Honolulu beiore 
he returns. Mr. Snell was a successtul 
lawyer in middle life when he took up 
insurance, but has been equally success 
ful in that. This is his first long vaca- 
tion in vears, and he took it because ot 
the condition in which his company has 
been placed. 








LIFE AGENCY CHANGES | 








L. A. CERF, mm. IS PROMOTED | 


Becomes Joint Munger With His| 
Father for the Mutual Benefit 
Life in New York 


o— | 

Louis A. Cerf, Jr. son of Louis A. | 
Cert, general agent of the Mutual Bene- | 
fit Life in New York City, is appointed | 
joint manager of the central office of | 
that company. This office writes about | 
$10,000,000 of insurance a year and| 
serves as a training ground tor many 
of the newer men, | 

Mr. Cerf, Jr. received his appointment | 
after four years with the Mutual Benefit | 
as a salesman curing which time he |} 
paid for over $2,000,000 of personal busi- | 
ness. The year 1923 was his most suc- | 
cessful one with a paid for production 
of $900,000. 

The special form of insurance which | 
Mr. Ceri is pushing is the modern idea | 
of program insurance wherein the policy | 
is fitted to the insured’s individual needs. | 
He will endeavor to push this idea} 
among his salesmen and also through- | 
out his large personal clientele 





I. W. Clements 


The Ohio National Life has entered 
Iowa and has appointed I. W. Clements 
of Des Moines as state agent. Mr. 
Clements has a long and successful rec- 
ord with the Central Life of Des Moines 
and expects to put the Ohio National 
on the map in short order in his state. 
This makes nine states in which the 
Ohio National is entered. 


R. T. Shipley 


The Penn Mutual Life has put the 
northern Wyoming territory under the 
jurisdiction of the Billings’ Mont., of- 
fice, of which R. T. Shipley is general 
agent. Mr. Shipley’s territory includes 
all of Montana except the extreme west- 
ern part, which is handled from the 
Spokane office 








| Lake City 


MAY GOES TO HOME OFFICE 





Manager of Charlotte, N. C., Branch 
Office of Travelers Is Promoted 
to Agency Assistant 





S. S. May, formerly manager of the 
life, accident, and group departments 
of the Charlotte, N. C., branch office of 
the Travelers, has been promoted to 
agency assistant in the home office of 
the company. Mr. May first joined the 


| company at Atlanta in 1917 as special 


agent liability department. In 1918 he 
was transferred to Detroit and in 1919 
was made a group special represen 
tative. 

In February 1921 he was appointed 
aassistant manager at Atlanta and in 
November was transferred to Charlotte, 
N. C., as manager. A farewell dinner 
was given Mr. May at Charlotte, with 


| everyone connected with the office of 


the Travelers in that city attending. 

Edward B. Dudley, assistant mana- 
ger life, accident, and group depart- 
ments of the Charlotte office, succeeds 
Mr. Mav as manager there. 





New Agencies Opened 
The Bankers Life of Nebraska has 
established an agency at Spokane, 
Wash., under the management of W. J. 
Brown. Arrangements have also been 
made for agencies at Seattle, and Salt 
A branch office has been 
maintained at Portland, Ore., for a 
number of years. R. B. Garmire, 
agency director, just returned from a 
trip to this section to arrange for these 
agencies. An aggressive campaign for 

new business is now under way. 


Charles B. DeMille 


Charles B. DeMille, who for 20 vears 
has conducted one of the largest insur 
ance agencies im Seattle, Wash., has 
been appointed general agent for the 
state of Washington of the Old Line 
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Life of Milwaukee. With the addition 
of this line the DeMille agency offers all 
lines, as the Milwaukee company in- 
cludes accident and health insurance. 
William S. Hanley, field superintendent 
for the Old Line Life, is in Seattle as- 
sisting Mr. DeMille in establishing sub- 
agencies throughout the state. John P. 
Murray has been placed in charge ot the 
life insurance department of the DeMille 
agency. 





Ohio State Life 


President John M. Sarver of the Ohio 
State Life has announced the appoint- 
ment of several new representatives in 
Oklahoma. H. V. Patterson has been 
appointed general agent in 
City, W. H. Graham, general agent at 
McAlster, and Lloyd S. Little, general 
agent at Tulsa. The Ohio State Life is 
organizing its field forces in Texas and 
Oklahoma, which states this company 
entered at the opening of the year 


John Muth 


John Muth, who for the last three 
years has been in charge of a general 
agency at Kokomo, Ind., for the Aetna 
Life, has gone to Evansville, Ind., where 
he will take charge of a general agency 
for the Equitable of Iowa. He will have 
charge of 15 Indiana and three Illinois 
counties in his new location. Mr. Muth 
was born and reared at Evansville ‘ 


H. A, Wood 


H. A. Wood has been appointed 
branch manager of the Acacia Mutual 
Life at Columbus, O. He has been 
attached to the Cincinnati office since 
last June. 





Lee R. James has been appointed 
state manager of the Peoria Life for 
California. He will have his headquar- 
ters in Los Angeles. Mr. James was 


formerly manager of the Peoria Life at 
Cedar Rapids, Ia. D. H. Jenkins suc- 
ceeds him there. He has been with the 
James agency for more than a vear 


Ralph B. Sullivan 


Ralph B. Sullivan has been appointed 
general agent of the International Life 





Oklahoma | ger 
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at Cleveland. He was formerly with 
the James A. Grizzard Company as sec- 
retary-treasurer. He has opened offices 
in the Williamson building. He expects 
to write $500,000 the first year 


H. A. Witliff 


The Standard Life is now licensed in 
Texas, and will be under the supervision 
of H. A, Witliff, with offices in the 
F. & M. Building at Fort Worth, Tex 


Mrs. L. P. Merritt 
} 


A woman's department has been or 
ganized in connection with the Phila 
delphia agency of the Fidelity Mutual 
Life with Mrs. L. P. Merritt as mana- 
She has been connected with the 
for a year 


company selling insurance 


Hawkins to Los Angeles 


Irwin J. Muma, manager for tl life 
and accident department of the A\etr 
Life in southern California, with head 
quarters at Los Angeles, has announced 
the appointment of Milton P. Hawkins 
as his assistant Mr. Hawkins has for 
the past three years held an executi\ 
position at the home office of the Tray 
elers, in the lifts accident and group 


departments 






Life Agency Notes 
George Dixon, Grand Forks, N. D., has 
become special agent for the Equ ble 
Life of New York, with headquarters at 


Grand Forks 

G. ¢ Jordan, division manager of the 
Sun Life of Canada at St. John, N. B 
has resigned and is retiring from the 
business His successor is F. J. Hodgson 

a Thoreson, who has represented 
the Bankers’ Life of Iowa at Superior 
Wis., for the past three years, has been 
made district manager for St Louis 
Carlton nd Itasca counties in Minne 
sota, with headquarters at Duluth 

The appointment of Ben V. Searcy f 
Benton, Ark., as a special agent of the 
| Home Life of Little Rock, is iT 


Harrison, vi 
ger With 


by James J 
agency mana 


center of his territory, Mr. Searcy will 
build a district agency in Salina, Grant 
Hot Springs and Garland counties, 
Wilson H. Henderson, former TDs 
insurance man, has joined the McGrew 
agency of Galesburg, I in chare f 
the life department Mr Henders is 
a native of Galesburg and quit a 
s professor of industrial education in 


the University of Wisco 


nsin to serve in 
sanitary corps during the World war 
He was a major 








| EASTERN STATES ACTIVITIES 








DISCUSS EXAMINERS’ 


Methods Used by Medical Men the 
Subject of Monthly Meeting of 
Ohio Association 





The question whether medical exam- 
iners should ever leave their offices for 


W ORK | be too late, 


that he might then be un- 
able to pass the physical test.” 
The conference was held under the 


direction of the Medical Examiners As- 
sociation of Ohio. Dr. H. H. Shook of 


Cincinnati was introduced as the new 


| medical examiner for the Ohio National 


the purpose of examining applicants for | 


debated with much 
a conference 


liie insurance was 
spirit a few nights ago at 


men at Columbus, O. One physician 
said that he would not do so again, be- 
cause it often took too much time and 
worked an injustice to his regular pa- 
tients. One agent declared that men of 


Dr. C. E. Schilling, of the Ohio State 
Life, said that a similar conference will 
be held in Dayton next month 

— 


| WOULD LET IN RECIPROCALS 


ef medical directors, examiners and field | 


wealth would not go to a _ physician's | 


office to be examined and that medical 


examiners would be compelled to go to | 


their places of business to make the | 
physical examination, even though 
scales and other instruments usually 


used in an examination were not avail- 
able. It was contended by some speak- 
ers that it gave insurance a_ higher 
standing if the applicant went to the 
physician's office Many applicants 
really are not sold on insurance, it was 
said, until they get to the physician’s 
office where they are in a way impressed 
with the seriousness of the proposition 

There is something in a doctor's of- 


hee.” one said, “that impresses an ap- 


. : 
plicant for insurance He somehow 
ealizes there the uncertainty of life 
He begins to realize that if he wants 


insurance he will have to take it while 
he can get it; that another vear might 


Hearing Held on Massachusetts 
Measure—Life Company Counsel 
Appear to Urge It 


BOSTON, MASS. Feb. 19.—The 
most important insurance bill before the 
present session of the Massachusetts 
legislature, the measure which would 
admit reciprocal exchanges to do busi- 
ness in Massachusetts, came up for its 
first hearing before the insurance com- 


| mittee Thursday afternoon. 


| the 


lance of 


The bill is one which was drawn by 
reciprocal interests It was 
mitted to the commissioner of 
Massachusetts for 
changes, but before the commissioner 
could properly study it and return his 
recommendations the bill was filed 
The bill is virtually that adopted by the 
Commissioners Convention and = ap- 
proved by the American Bar Associa 
tion, with additional requirements to 
fit Massachusetts laws for stock 
mutual companies 
Robert J. Bottomly 


sub- 
insur- 
suggested 


and 


for the 


counsel 

















GENERAL AGENCY OPEN 


For Particulars Write 


he Western National Life 


Insurance Company 
Box 2131 
Denver, Colorado 


The company has never 
contested a claim under 
a policy, and has never 


lost a dollar on any 


Insurance In Force Over 


Capital, Surplus and 
Reserve Over $1,000,000. 


TEXAS 


investments. 


$12,500,000. 




















INDIANA 


"LA FAYETTE LIFE 


KANSAS 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KENTUCKY 


OHIC 


ILLINOIS 


IOWA 


LA FAYETTE, INDIANA 


MISSOURI 


MICHIGAN 


NEBRASKA 








Organization 
Methods 


Main Office: 40 Rector St., New York 


Equipment 


Personnel 


Modern Office Planning 


' 
| 
Western Office: 327 S. La Salle St., Chicage 


H. A. HOPF AND COMPANY | 
MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Standardization 
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Life Company Wanted 


An established insurance office desires con- 
nection with a life insurance company as 
general agents in Maryland and _ nearby 
states. Can organize agencies in all cities 


in these states. 
Address H-46 F 
Care The National Underwriter 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 

Then why not take a General 


¢ Agency inits HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
ST.CK! WRITE THE HOME OFFICE 














reciprocals, conducted the hearing for 
the proponents of the measure Thurs- 


day, only that side of the matter being | 


heard, the hearing then adjourning to 
the following Thursday. 

Half a dozen prominent department 
store managers testified to the large 
amount of réciprocal cover carried be- 
cause of their inability to get adequate 
stock or mutual insurance. None of 
them spoke for the particular bill be- 
fore the committee, which they stated 
they had not read, but they were 
strongly in favor of the admission of 
reciprocals. 

Counsel Guy W. Cox of the John 
Hancock Life, Frank E. Hodskins of 
the Massachusetts Mutual, John Barker 
of the Berkshire Life and F. H. Nash 
of the Columbian National, then sever- 
ally appeared in favor of the admission 
of reciprocals to Massachusetts, basing 
their arguments mainly on the possible 
unfavorable outcome to this state of 
retaliatory laws. Superintendent Hyde 
of Missouri recently sought to exclude 
all Massachusetts companies, including 











OF OES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. 
protected by Deposit of Full Legal Reserve with the State of lowa. 


Every policy 
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(©) The OHIO STATE LIFE 


LIFE, HEALTH. ACCIDENT ° MONTHLY INCOME INSURANCE. 
s]d teal LATEST POLICIES AND AGENCY CONTRACT SiS ES 





Openings OHIO, IND., KY. MICH. and W. VA. Write Columbus 











HE 


City Life 


needs. 


company. 


I. A. 
DAYTON, 





Capital $200,000 





life insurance agent who 

wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
admirably 
The Gem City will equip its 
agents to write all forms of personal 
protection and in one good strong 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


MORRISSETT, VICE-PREsS. 





suited to his 


OHIO 

















life aed because this state would 
not license certain Missouri reciprocals. 

It is understood a substitute bill has 
been prepared by other than the recip- 
rocal interests, which has greater safe- 
guards, and which will later be substi- 
tuted for the pending measure. 


LAW ADRESSES AGENCY MEET 








President of Penn Mutual in Balti- 
more Talk, Gives Message of Op- 
timism for 1924 Business 





Law of the 
Baltimore, 


William A. 


addressed the 


President 
Penn Mutual 
Md., 
dison this week. He was accompanied 
by William H. Kingsley, vice- -president; 
Dr. Harry Toulmin, vice-president and 
medical referee; Ralph Humphries, as- 
sistant to the vice-president, and George 


R. White, actuary, Mr. Law spoke en 
general business conditions, especially 
as relating to insurance and said the 


outlook was very encouraging, saying in 
part: 

“As to 1924 there 
evidences that a new 
intelligent economy 
tuate the American people. This has 
been exhibited in the more conserva- 
tive conduct of mercantile, manufactur- 
ing, and financial concerns, in the 
changing attitude of government to- 
ward taxation and appropriations, and 
in the wiser control of personal expen- 
ditures by the people of our nation. Ex- 
travagance becoming unfashionable. 
All these processes, instead of retard- 
ing expansion, will in the long run in- 
spire and create progress of the best 
sort.” Mr. Kingsley and Mr. White 
addressed the meeting. 


are unmistakable 


spirit of thrift and 


is beginning to ac- 


is 


also 





Morgan Agency Has Big Increase 


The Thomas P. Morgan, Jr.. agency 
of the Mutual Life of New York at 
Washington, D. C., which covers the 
northern Virginia territory, reports an 
increase of 75 percent in its paid for 
business in January, 1924, compared 
with January, 1923, and a 50 percent 
increase in the number of applications 
up to Feb. 12. The agency ranks sev- 
enth among all of the Mutual Life 
agencies in the United States and Can- 
jada. Mr. Morgan credits much of the 
| increase to the training school which 
he has conducted for his agency force, 
presided over by W. W. Winsbrow. for- 
}mer professor at William and Mary 
ie ollege. 





| 





Northwestern Mutual Ohio Meeting 


Central Ohio agents of the North- 
| western Mutual Life held their annual 
meeting in Columbus last week. Among 
the sneakers were M. H. O. Williams 
assistant superintendent of agencies, and 
T. B. Gallagher, superintendent of claims, 
Milwaukee: T.. FE. Brelsford. Zanesville, 
and Dr. J. H. J. Upham of Columbus 


Life Men Conduct. “Ad” Course 


| Leon Soper, manager of the sales pro- 

|motion department, Phoenix Mutual 
Life. and president of the Insurance Ad- 
| Vertising Conference, is conducting a 
}course on Direct Mail Advertising at 
jthe Y. M. C. A. in Hartford. Clarence 
| T. Hubbard of the Aetna Life is assist- 
be: and is also booked to address the 
printers of Hartford on the subject. 


| Plan Columbus School 
The general agents of Columbus. O.., 
gave a luncheon in the new Y. M. C. A. 
building a few days ago. The agents 
love planning to establish a course in life 
underwriting in the Y. M. C. 





| insurance 


Howland Visits Cleveland 


agents from Ohio and In- 
diana territory of Olmsted Bros. & Co.. 
heard Fred A. Howland, president of 
the National Life of Vermont, at Hotel 
Cleveland last week. The 
agency is the largest and one of the 
oldest of this company. It was founded 
45 vears ago by George H. Olmsted, 


Seventy-one 
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, 1924 








agency of Wooton, Greeman & Ad- |. 


Cleveland | 





The Accumulation Policy 


is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35....... $31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. Asa seller it has no 
competition. Write us about it. 
NATIONAL LIFE ASSOCIATION 


Des Moines, lowa 











MORE THAN 50% 


of the business written by some of our larger 
agencies isa direct result of the Fidelity lead 


service. Our agents interview interested pros- 
pects—people who have written the Head 
Office for information. 


Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 

Walter LeMar Talbot, President o 
A few agency openings for the right men 








HOME LIFE INSURANCE CO. 
New York 





ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 
Premiums received during the 
Sane. TEP  snenewunnsencenens $ 7,686,855 
Payments to  Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
ER, OIE: en cemardigacattins 
Increase in Assets 
Actual Mortality 56% of the 
amount expected. 
Insurance in Force........... 
Admitted Assets 


5,871,544 
2,401,507 


247,373,210 
48,655,222 


FOR AGENCY APPLY TO 
HOYT W. GALE 


General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 














Wanted! , 


A MAN OF 





| ACTION, 


| will make 





FOROVR -# ro 
GENERAL AGENT 


at INDIANAPOLIS 


—for such a big opportunity demands 
lots of driving force in the man who 
the most of it. There is no 


| limit to what you can do in Indiar- | 
apolis. 
Moreover, we will help you produce, 


for we have a well organized depart- 
ment to help you find business and 
close it; our policies have new selling 
features and settlement provisions, 


| not yet issued by any other company, 


and our percentage of rejections is | 
one of the lowest in the ccuntry. 
The man we seek is already a big 


producer, a splendid organizer, a man | 


of high social standing, of at least 
$25,000 in assets and capable of earn- 
ing from $12,000 to $25,000 per vear. 
For this man we have a contract di- 
rect with the home office, embracing 
a liberal first vear commission, a re- 
newal commission, a collection fee, 
an office allowance and a_ business 
development allowance 

Can YOU qualify? Meet the first require- 
ment by writing to us at once. ddress 
H-14, care the National Underwriter. 
NOTE: We also have an unusually attrac- 
tive, special contract for good salesmen 
whose experience is limited. 
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one of the pioneers in the National As-| 
sociation movement. The average} 
monthly production of the agency is 
now more than the entire annual pro- 
duction of the company in 1878, when 
theOlmsted agency was started. More 
than $8,000,000 was produced by this 
office last year. 





Insurance Men Back New Bank 


A new banking institution located in 
the western district of Hartford, now 
occupied by many insurance companies, 
is being sponsored by many of the lead- 
ing insurance men of the city. It will be 
known as the Bankers’ Trust Company. 

The proposed incorporators§ include 
Morgan B. Brainard, president of the 
Aetna Life and affiliated companies; 
Morgan G. Bulkeley, Jr., vice-president 
and treasurer of the Aetna companies; 
Charles E. Chase, chairman of the board 
of the Hartford Fire; William R. C. 
Corson, vice-president and treasurer of 
the Hartford Steam Boiler; Robert W. 
Huntington, president of the Connecti- 
eut General Life; Edward Milligan, 
president of the Phoenix; Henry S&S. 
Robinson, president of the Connecticut 
Mutual Life; Archibald A. Welch, vice- 
president of the Phoenix Mutual Life, 
and Charles G. Woodward, vice-president 
of the Connecticut General Lifé« 





To Liquidate Assessment Association 

Deputy Superintendent Clarence C, 
Fowler of the New York insurance de- 
partment, in charge of the liquidation 
bureau, is taking the necessary steps to 
liquidate the Mutual Benefit Association 
of Suffolk County, a cooperating assess- 
ment association at Riverhead, N. Y. 
The organization was doing a life in- 
surance business, but has found its finan- 
cial conditien such that future operation 
is impossible. At a meeting of the offi- 
cials last week it was decided to ask the 
department to liquidate the organization, 
which can only show assets of $11,827 
and liabilities of $17,150 


Women Assistant Secretaries 


The Equitable Life of Iowa has ap- 
pointed two women as assistant secre- 
taries. Miss Lillian VanBuskirk, man- 
ager of the policy loan department, is 
appointed to that position. She has been 
with the Equitable for 18 years, having 
the distinction of serving the company | 
longer than any other woman employee. 
She has been in the policy loan depart- | 
ment since she started and has been in} 
charge for the last 12 years. 

Miss Caroline M. Gruner has been | 
appointed assistant secretary. She en-| 
tered its employ Feb. 4, 1910, as secre- | 
tary to the actuary. In 1913 she became 
secretary to Vice-President Henry S. 
Nollen. Since Feb. 10, 1921, when Mr. 
Nollen was elected president, Miss 
Gruner has been his assistant 








Will Increase Capital | 


The directors of the Connecticut Gen- 
eral Life voted to recommend to the! 
stockholders an increase of the capital | 
trom $1,000,000 to $2,000,000. A special | 
meeting ot stockholders will be held 
March 21 to act on this President | 
Huntington states that pavment of the 
regular 12 percent dividend will un- 





doubtedhy he continued on the increased } 


stock. Last year in addition to paving 


dividend of 12 percent it 


aw we 
declared an extra dividend of 4 percent, 


The new stock issue will be offered to 


stockholders at par 


Bank Savings Figures 


« Bank Savings Life of Topeka 
Nan. has tssued its annual statement 

] It shows a vail isscts < 

SS07,559, the assets Dec 1, Ie g $2 
S41,750 It also made a nice increase 
irplus, raising the net gures to 
28.085, which with the capital stock | 

S200.009 cives a surplus to policy 
olders of $428,085. It closed the vear 
ith $18,109,894 in fore: The company 
the most carefully managed 


é . ° 
ne companies and is buildine soundly 
' “tiie . 
Bank Savings is operatine under 


Kansas, whereby 


tual securities equal to the re serve 


egistration law of 


he outstanding insur mee are dep 
ted i? 7 
d with the treasurer of the stat: | 
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This is one of a series of messages appearing cach week. 
Watch for the one to appear next week. 










Filling A 
Definite Want 








) The Grizzard System is a life insurance ¢ 
service organization functioning contin- ) 
( uouslyjfor the best interests of the ( 

insurance buyer. 







It has a definite place in the great system 
yy) of life insurance for it satisfies the desire 
( common to salaried men and business 

men alike of meeting expenditures upon ) 
a definite monthly budget basis. ¢ 












( Ask for a free copy of Radio 
2) Address on “Life Insur- ¢ 
ance,’’ by James A. Grizzard 









Pronounced Griz-ard’ 


SVSTFM | 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF ( 
CHICAGO, Incorporated OHIO, Incorporated ) 


Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND ¢ 

GRIZZARD SYSTEM OF 16 E. Broad St., COLUMBUS ) 
MICHIGAN, Incorporated Metropolitan Bldg., AKRON 

f Ist Natl. Bank Bidg., Detroit Daily News Bldg., CANTON 












GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bidg. ) 


CHICAGO 
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Foundation Stones 


One of a series of articles telling why The Columbus Mutual 
Life Insurance Company stands for certain important things. 


Why Should The Agent Have 
Unrestricted Territory? 


One reason, from the Company’s standpoint, is that with- 
out unrestricted territory equal opportunity can not be of- 
fered. Agents are always restless and dissatisfied with 
restricted territory. Fence a man in, and the grass on the 
other side will always look greener. He longs to get into the 
adjoining county. What mighty works he would do if his 
hands were not tied. Columbus Mutual agents may try to 
quiet the reproaches of conscience by a similar line of rea- 
soning and indeed they may be restricted and limited by 
business or family ties or other things, but at least as re- 
gards territory they are free 


Why should any agent want to set himself up as the 
controller of a territory and try to keep others out? The 
idea is a product of the general agency feudal system of 
keeping the other fellow down. He can not keep the agents 
of other companies out. They are his real enemies, if he has 
any. The agents of his own Company are his allies. They 
are fighting in the same cause, promoting the same interests, 
preaching the same doctrine. Their work can not but be 
helpful to one another. It might be different if there were 
a dearth of prospects but not an agent can possibly see half 
the people he ought to see—and I can with reasonable safety 
say that not an agent sees half the people that he could see 
Actual experience has proved conclusively that the more 
agents the Columbus Mutual has in a given territory the 
more business each Columbus Mutual agent writes. We 
have yet to hear of an overworked field or one whose produc- 
tivity has been diminished by over cultivation. The opposite 
is always true. 

We are looking for men of principle, who think things through for 
themselves, to represent us as agents. 


THE COLUMBUS MUTUAL LIFE INSURANCE CoO. 
Columbus, Ohio 


W. Brandon, President D. E. Ball, Sec’y and Actuary. 








THE ASSETS 


OF THE EQUITABLE OF IOWA AMOUNT TO 
$51,704,266 


Notincluding the assets of friendliness, courtesy, cooperation, 
and integrity that assure new agents of the utmost consider- 
ation and assistance from Company 2nd policyholders alike. 





Home Office: 





Des Moines 





Insurance In Force Over $350,000,000 


For information concerning contracts: Address Agency Department 











Pictures Tell the Story 


Cartoons will give your house organ that all necessary sparkle. Use 
them to put over your message or your special sales Send for 
proof sheets. 


BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 














exceeded lapsed business of the year, 
; 
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IN THE MISSISSIPPI VALLEY 
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HOLD FOUR-STATE MEETING)! 


Leading Lincoln National Producers 
Attend Sectional Conference Held 
at Peoria, IIl. 


The Lincoln National Liie sectional 
meeting at Peoria, Ill, last week was 
attended by 35 of the leading producers 
irom Illinois, lowa, Nebraska and Mis- 
souri. rhe name of Lincoln, which 
was taken for the name of the company, 
was paid especial tribute at the ban- 
quet. Walter T. Shepard, vice-president 
and manager ol agencies, acted as toast- 
master, and delivered a brief eulogy on 
“The Man of the Ages.” Ralph C. 
Lowes, Illinois state manager for the 
Lincoln National Life, responded. 

J. E. Fisher, superintendent of Peoria 
public schools, was the principal speaker 
of the evening. He talked on “Human 
Relationships,” stressing the value of 
kindness and optimism and service in 
every form of business. Verlin J. Har- 
rold, assistant superintendent of agen- 
cies, also spoke. He said in part: “What 
a salesman Lincoln was. No man ever 
had fewer prospects at the start. <A 
canvass of his early territory showea 
nothing but poverty, ignorance, and 
failure. He had to gain his leads 
through hardships we can never know. 
Railsplitter, store clerk, captain, legis- 
lator, president—he was never satisfied 
to remain a small producer. He set his 
quota in the stars.” 

Mr. Shepard presented the honor 
emblems to the agents who qualified 
in 1923 ior the various Lincoln National 


Life clubs. For paying for $100,000 
of new business in the last four months 
of 1923, Minute Men medals were 
awarded to P. R. Schweich of Kansas 


City; Ralph C. Lowes, Jr.. of Peoria, 
and W. A. Rule of Kansas City. 
The three-day meeting opened with an 


exposition of the functions of life insur- 


ance by Superintende nt of Agencies A. 
L. Dern. Much of the first day was 
given over to pointing out the specific 
needs that life insurance can fulfill. 
Dr. W. E. Thornton, medical director, 
talked at length on urinary impair- 
ments, using a number of chalks. 

In a series of demonstration sales 
Seth Taylor of Nebraska sold a policy 


to A. L. Dern, who was represented 
as being the head of a manufacturing 
plant. George Payne of Chicago, sold 
a policy to Dr. Thornton, who repre- 
sented, a typical physician. ~ = 
Schweich and Seth Taylor were part- 
ners in a grocery firm and were sold 
business insurance by Harry Cornish 
and C. R. Pray of Iowa. Ralph C. 


Lowes sold a large policy for inheritance 
tax coverage to Roy Pray of lowa, who 
represented a wealthy merchant. 

The third day was taken up by an 
address on income insurance by A, L. 
Dern and the open forum in which the 
field men presented written questions 
on selling and home office problems. 


SHOW NORTH DAKOTA GAINS 


Fargo Agencies Report Increased Pro- 
duction in 1923 Despite Acute 
Financial Situation 
FARGO, D., Feb. 19.—The Great 
West Life of Ww innipeg almost doubled 
its sales in North Dakota in 1923 com- 
pared with 1922, according to figures 
given out by M. N. Hatcher of the 
state headquarters at Fargo. In 1922 
applications for $2,783,000 in policies 
were written; in 1923 applications for 
$4,629,000 were written. The business 
actually issued and delivered in North 
Dakota last year was a little over $4,- 
000,000 as compared with $2,200,000 in 

1922. 
Business sold during the year greatly 





business in force in the state at the 
end of 1922 being about $8,000,000 and 
business in force at the end of 1923 
being about $10,500,000, a net gain of 
2,500,000 for the year. 
According to Hiram T. Lewis, man- 
ager of the Fargo agency of the Mutual 


Life of New York, the company has 
noted a substantial increase in insur- 
ance written during 1923. The Fargo 


agency's quota was raised at the begin- 
ning of the year by $500,000. This was 
met and passed. The company now 
has approximately $15,000,000 of busi- 
ness in North Dakota spread over 6,500 
policyholders. The Fargo agency has 
advanced from 37th to 17th place in the 
company’s record for all American 
agencies. 


SITUATION IN MINNESOTA 


MINNEAPOLIS, Feb. 
menting on life insurance 
far this vear, life insurance 
that it continues “streaked,” 


19.—In com- 
business thus 
men report 
with larger 


policies being written apparently more 
readily than the smaller ones. With 
actual financial relief in sight in thos« 
sections of the state where it is needed, 
there is hope that there will soon be 
a revival in business throughout that 
area that will make the “going” better 
for the life insurance salesman than it 


has been the past year. A $10,000,000 
corporation is about to be established, 
financed by banks and business through 
out the country, to ease the position in 
which numerous small country banks in 
the northwest have found themselves 
The influence of this will extend into all 
lines of business and by stabilizing and 
strengthening the situation will impart 
a healthier tone to trade and industry. 


LARSON’S MEN IN CONVENTION 
Central Life of Iowa Agents in Wis- 
consin Hold Their Gathering at 
State Headquarters 


At the annual convention of the Wi 
consin agency of the Central Life of 
Des Moines, held at Madison, A. C 
Larson, the state manager, was chair 
man. The speakers were A. E. Lewis 
general agent Eau Claire; W. E. Smith 
general agent at Appleton; M. G. Fox, 


general agent, Fond du Lac; A. B, Ol 


son, manager, Milwaukee; F. C. Sobek, 
general agent, Stevens Point: C. M 
Kremer, sales manager, Madison: 
George E. Carlin, superintendent of 
agents, Madison; Dr. T. C. Denny, sec- 
retary of the Central Life: W. B. Bur- 


russ of Kansas City. The Wisconsin 
agency led all other agencies in pro- 
duction last year. The goal set for this 
vear is $10,000,000. At the banquet Mr. 
Burruss was the speaker giving his ad- 
dress on “Shakespeare as a Salesman 
The prizes won by the agents during 
the year were awarded at the banquet 


” 





HAD MANY NOTABLE GUESTS 


Travelers Equitable of Minneapolis 
Enjoyed Big Agency Round-up—Ad- 
dressed by Four Commissioners 





At the annual agency meeting of the 
Travelers Equitable of Minneapoli 
Minn., held at the home office of the 
company, 120 agents from Minnesota, 
Wisconsin, Iowa, North and South Da- 
kota, gathered to discuss various phases 
of life and casualty underwriting in this 
territory. 

Despite the reports which have been 
given regarding the unfortunate eco- 
nomic conditions of the agriculturists 
in this region, the agency force re 
ported that there is every prospect of 
increased business for the year 1924, 
and the record of the Travelers Equi- 
table, as well as that of the other com 
panies doing business in this territory, 
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has shown an excellent increase for 
the year 1923. 

At the close of the annual session a 
banquet was given to 170 guests, includ- 
ing Governor and Mrs. J. A. O. Preus, 
G. Lindquist, president of the Travelers 
Equitable, members of the board of 
directors and the officers of the com- 
pany and their wives in addition to the 
members of the field force. There were 
addresses by Governor Preus, John A. 
Hartigan of St. Paul, and President 
Lindquist, all former insurance com- 
missioners of Minnesota, and George 
W. Wells, the present commissioner. 
Vice-President Edgar L. Mattson of 
the Midland National Bank, as a mem- 
ber of the board of directors, likewise 
addressed the appreciative hearers. The 
banquet was the consummation of the 
most successful and enthusiastic agency 
meeting ever held by the company. 


STANDARD LIFE AGENTS MEET 


Three-Day Annual Conference Is in 
Session at St. Louis Home Office 
This Week 


Che annual agency convention of the 
Standard Life of St. Louis will be held 
Feb. 21-23. Some 200 agents are ex- 
pected to attend. 

Thursday is to be devoted to the ses- 
sions of the general agents and mana- 
gers. The meeting of the general con- 
vention will be Feb. 22-23. 

The programme for the convention 
includes addresses by President ) R. 
Paislev, Vice-president W. K. Whit- 
field. Superintendent of Agencies James 
F. Egan, and a number of active field 
producers. W. B. Burruss, former Kan- 
sas City general agent for the Provident 
Mutual, will give his famous address, 
“Shakespeare, the Salesman,” at the 
banquet. 





National Reserve to Build 


\ prominent corner of the Topeka 
business district has been purchased by 
the National Reserve Life of Topeka, 
Kan., as a site for a home office build- 
ing. This is one of the young companies 
in Kansas and was organized as a stock- 
with-policy compan 

The company paid approximately $60,- 
000 ior a quarter of a block at Tenth 
street and Kansas avenue and the plans 
call for the erection of a 12-story office 
building. The company proposes ta oc- 
cupy the entire 12th floor as a home 
fice with provision for taking over 
idditional space as its needs require. 
The building will be erected by a sep- 
irate holding company with the insur- 
ance company holding the fee title to 
the ground 


Kansas Life in Good Shape 
The Kansas Life of Topeka, the old- 


est of the life companies domiciled in 
Kansas, enjoyed a most prosperous year 
for 1923 and has unusual prospects for 
1924. This was the announcement at 
the annual meeting of the company last 
week when most of the old officers were 
reelected. The row within the company 
that broke three years ago and contin- 
ually threatened the prosperity and the 
financial standing of the company has 
been wiped out in the last few months 
ind the company is now on a more sta- 
ble basis than ever before. It is plan- 
ning an active expansion campaign for 
this and next year. 


Seek Metropolitan Life Scholarships 


Teachers of the Fargo schools are en- 
tering the contest conducted bv the 
\merican Health Association for the 
best results obtained from the presenta- 
tion of the health teaching throughout 
the vear. The contest involves a dis- 
tribution of 20 $500 health education 
scholarships by the health association 
through an appropriation of the Metro- 
politan Life. 


Would Liquidate Negro Company 


Tohn W. Spencer, receiver for the Lib- 
erty Life of Evansville, Ind., has filed a 
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HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Line Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service to the Public 
Operates under the Famous “Registration Act’’ which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited. 
H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J.R. NEAL, Sec. 
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To the man who can qualify, we will offer an Old Fashioned General Agency Contrect that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 
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petition in the superior court there for 
permission to reduce the assets of the 
company to cash. U. 8S. Lesh, attorney 
general of Indiana, filed the petition for 
receivership, claiming that the officials 
of the concern had failed for several 
years to file a statement of the condition 
of the company as required by law. The 
company was operated by negroes. 





Northwest Agents Hold School 

Agents of the Equitable Life of New 
York from three states have closed a 
school conducted by company represen- 
tatives at St. Paul, Minn. Agents at- 
tended from Minnesota, North and 
South Dakota. They and their wives 
were given a banquet last Friday eve- 
ning. 


Nebraska University Insurance Course 

The University of Nebraska has added 
to its night classes instruction a short 
course in life insurance salesmanship. 
This is in addition to its regular courses. 
These will be held every Monday even- 
ing. The course offered embraces the 
history of life insurance, insurance ad- 
ministration, governmental control; or- 
ganization and management of agencies, 
methods of computing premiums, taxa- 
tion, mathematical basis of contracts and 
comparative study of policy contracts. 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from $12.50 
to $1,000.00 with premiums payable weekly. 


Condition on December 31, 


Assets 
Liabilities 
Capital and Surplus........... 
Insurance in Force..........++- 
Payments to Policyholders.... 
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Total Payments to Policyholders since Organization. .... 
JOHN G. WALKER, President 


1922: 
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THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 


are now . 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "*"Ssiaine™" 





Pittsburgh, Pa, 











TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 


Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices 


Wichita, Kansas 
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NATIONAL L. & A. CONFERENCE | COMPANY IS BEING EXAMINED 


Annual Convention in Session at Home| Great Southern Life of Houston Has 


Office in Nashville Marked by 
Dedicatory Ceremony 


NASHVILLE, TENN., Feb. 20.— 
The annual convention of the field 
forces of the National Life & Accident 
opened on Tuesday morning with more 
than 200 representatives of the company 
from 21 states in attendance. The con- 
ference will last through Saturday. 

The meeting is being held in the rec- 


lreation section in the new home build- 


ing, now being completed at a cost of 
$750,000, which will be formally dedi- 
cated on Friday morning. 

The conference was opened by Presi- 
dent C. A. Craig, while the dedication 
ceremonies will be presided over by 
T. J. Tyne, second vice-president of the 
company. The structure is considered 
one of the most handsome insurance 
buildings in the United States. 

On Tuesday afternoon a discussion 
was undertaken of the industrial depart- 
ment. Ordinary life was the subject for 
Wednesday morning and Wednesday 
afternoon T. L. Thompson, vice-presi- 
dent, led the discussion on casualty. 
Thursday will mark the opening of the 
dedication conference, with Mr. Craig 
presiding, which will end in the dedica- 
tion ceremonies on Friday morning. 
Speakers for Friday afternoon are E. B. 
Stevenson, manager ordinary life de- 
partment, presiding over a general con- 
ference, and W. E. Bilheimer, consulting 


sales manager. A dinner, with the 
presentation of service pins following, 
will close the conference Saturday 
evening. 


Life of Virginia $100,000 Club 


J. R. Prevatt of Lumberton, N. C., 
was elected president of the $100,000 
Club of the Life Insurance Company of 
Virginia at the annual meeting of the 
club in Jacksonville, Fla. Mr. Prevatt, 
who led in production of business the 
previous 12 months, is connected with 
the agency which has its headquarters 
at Charlotte, N. C.F. L. Whitlock, 
district manager at Chester, S. C., was 
elected vice-president. These two, to- 
gether with the 12 other members of 
the club, were awarded a free trip to 
August. Points to be in- 
cluded in the itinerary are Niagara Falls, 
Montreal, Quebec, and Thousand Is- 
lands. 


Honor Washington and Lincoln 

As predicted in THe Nationa UNpER- 
WRITER recently, southern life insurance 
companies are readily joining in the 
suggestion made by J. B. Reynolds, 
president of the American Life Conven- 
tion, of stirring up patriotism by giving 
suitable publicity to the lives of Wash- 
ington and Lincoln, whose birthdays fall 
in February. “The Columbian House- 
hold Guest,” the policyholders magazine 
of the Columbian Mutual Life of Mem- 
phis, was among the first company pa- 


pers to adopt’ Mr. Reynolds’ sugges- 
tion. Its current number has an entire 
page, suitably illustrated, devoted to 


Washington and Lincoln 


Go on a Southern Tour 


President Ralph H. Rice and Medical 
Director J. W. Wear of the National 
Fidelity Life of Kansas City, Mo., are 
on a rather extended swing, visiting the 
southwestern agencies of the company 
in Oklahoma and Texas. Before re- 
turning home they will visit and hold 
meetings with groups of agents in Okla- 
homa City, Dallas, Tex., Itasca, San An- 
tonio and Houston. 


Rupert F. Fry, president of the Old 
Line Life of Milwaukee, has been re- 
elected president of the American Foun- 
ders Securities Company. 








Prospered Under the Administration 
of President Greenwood 


HOUSTON, TEX., Feb. 25.—The 
Great Southern Life of this city is 
being examined by the Texas and Mis- 
souri insurance departments. H. E. 
Ryan of New York, of Woodward & 
Ryan, is in charge of Texas examiners 
and H. P. Farrington of St. Louis rep- 
resents the Missouri department. Kan- 
sas is expected to participate in the ex- 
amination but has not as yet sent a 
representative. The Great Southern is 
expected to be found in most excellent 
shape, with a surplus of about $600,000, 
the company also having placed about 
$150,000 in special contingent reserve 
account outside of surplus earnings. Its 
condition is a vast improvement since 
the company was taken over by Pres- 
ident E. P. Greenwood and his asso- 
ciates a few years ago and a gain of 
surplus of about $325,000 in 1923 has 
been made. 


PAN-AMERICAN CONVENTION 


General Agents From 17 States Attend 
Conference at Home Office 
in New Orleans 


General agents from 17 states were in 
attendance at the annual general agents’ 
conference of the Pan-American Life, 
held at the home office in New Orleans. 
It was a most enthusiastic gathering and 
after two days of helpful conference and 
entertainment the general agents re- 
turned to their respective territories 
determined to surpass the unusually 
good record made during 1923. The 
visitors were welcomed by President 
Crawford H. Ellis, who presided at the 
Thursday morning session, while the 
afternoon and Friday morning sessions 
were presided over by Vice-President 
and General Manager E. G. Simmons 
and Agency Superintendent C. D. Corey. 
Helpful addresses were made by the 
various officers of the company and all 
members participated in the open dis- 


cussions, A feature of the Thursday 
afternoon session was an address by 
Robert H. Henderson, of the LaSalle 


Institute, on “How to Manage Men.” 


President Wilson Honored 

Agents of the Amicable Life are 
sending applications to the home office 
as birthday candles in celebration of the 
39th birthday anniversary of President 
Wilson. The result was a complete sur- 
prise to Mr. Wilson who did not know 
of the effort engineered by superintend- 
ent of agents, Ed. Roberts. Mr. Wil 
son’s anniversary was Monday. 


Insurance Division at Montgomery 

L. A. Porter, former president of the 
Alabama <Association of Life Under- 
writers, has been chosen director in 
charge of the newly created insurance 
department of the Montgomery, Ala 
Chamber of Commerce. The aim of the 
new department is to coordinate the 
business of insurance with the industrial 
and commercial life of the city. 


MacLaren Heads Modern Life 


At the annual meeting of the Modern 
Life of St. Paul, former Governor J. A. 
A. Burnquist was advanced from presi 
dency of the company, to chairman ol 
the board of directors, and C. D. Mac 
Laren was elected president. Kay Todd 
was elected vice-president and general 
counsel; J. O. Melin, vice-president and 
agency manager; Maj. J. L. Lewis r« 
elected secretary-treasurer; Dr. Freder 
ick J. Plondke, director and medical 
director, and Oscar Hallam, former jus- 


tice of the state supreme court, director 
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FILE TEST CASE ON TAXES 


Six Outside Life Companies Join in| 


Suit on Basis to Be Followed 
in California 





suits to determine 
companies must continue to pay taxes 
in California on the full face value of 
policies instead of the value after de- 
ductions are made in cases where they 
are surrendered were filed this week by 
attorneys for the Northwestern Mutual 


Test 


Life, Mutual Benefit Life, Phoenix Mu- 
tual, Massachusetts Mutual, Phoenix 
Mutual and Union Mutual. The six 


plaintiffs have since 1911 paid state pre- 
mium taxes under protest, so in the 
event they win their suit, a large portion 


of the taxes paid by them will be re- 
turnable. 
The present test cases involve taxes 


of approximately $30,000 and have no 
bearing upon the one brought to a suc- 
cessful conclusion for the Mutual Bene- 
fit Life, where it was held by the state 
supreme court that applied dividends 
were deductible from the full amount 
of the premium before taxes were com- 
puted. It is claimed in the present suit 
that taxes should be paid by life insur- 
ance companies on the “surrender 
value.” In commenting upon the pres- 
ent test cases the attorneys stated that 
the state of California has shown a very 
fair and liberal attitude in its coopera- 
tion to give the companies every pos- 
sible advantage through its interpreta- 
tions of the law. This has resulted in a 
more equitable distribution of the tax 


burden, not only to the life insurance 
companies, but to corporations as a 
whole. 


Seek Stopover at Seattle 


Foliowing announcement that the ten- 
tative itinerary of the convention of the 
National Association of Life Under- 
writers, which this year will be held in 
Los Angeles, includes a brief stop in 
Seattle, underwriters there are making 
an effort to bring the national men to 
their city and, if possible, extend the 
length of their visit. The itinerary 
awaits decision of the board of trustees 
who will vote upon it at the mid-year 
meeting on March 17. 


Great Republic’s Big Year 


The Great Republic Life experienced 
the most successful year in its history in 
1923, substantial increases being made in 
all departments of the company’s busi- 
The total amount paid for during 
535, which is equiva- 


ness. 
the year was $7,852 
lent to a 20 percent gain 
with the previous year, and increases the 
insurance in force to $24,330,755. <A 
gain in surplus of $31,615 was recorded, 
which amounts to 38.1 percent, and 
brings the total unassigned surplus to 
$115,516. An _ exceptionally favorable 


mortality experience marked the year's 
operations, the figure being 36.7 percent 
of the expected, which was 6.3 percent 


less than the experience recorded in 1022. 
Che new Great Republic building in Los 
Angeles, is expected to be ready for 
occupancy within the next 60 days. The 
12th and 13th floors have been reserved 
for home office quarters, the 


executive 
offices being located on the 13th or top 


floor 
California State’s Record 
The California State Life has just 


paid a dividend of 15 percent on its cap- 
ital. The dividend was paid on 1923 
business and compares with 12 percent 
paid in 1921 and 1922. The company 
emerged from the flu epidemic with a 

rplus (Dec. 31, 1918) of $138,000. In 
the five years since that date $285,000 
has been paid out in dividends, and the 
surplus increased to $334,000 (Dec. 31, 
1923); this in addition to the accumula- 
“shock” fund of $142,- 


| 


} ance in 


*. | 
whether life | 








as compared | 


| the higher premium rates needed to meet | 


000. The company has the remarkable 
record of having paid dividends for nine 
ot the twelve years since it started in 
business. It had $52,441,000 of insur- 
force at the beginning of 1924 


Report Big Coast Business 


out by the Seattle, 
Wash., office of the New York Life on 
the company’s business in the north 
west show that in 1910 new business 
was a little more than $6,000,000 in the 
northwest, while in 1923 new business 
amounted to nearly $35,000,000, In the 
past 13 years, since A. S,. Elford, in- 
spector of agencies of the western de- 
artment was placed in charge at Seattle, 
the company has invested in bonds, real 
estate mortgage loans, farm and resi- 
dential loans, approximately $50,000,000. 
Figures covering only the state of 
Washington show that new business in 
1910 was about $3,000,000; in 1923 new 
business exceeded $16,000,000 


Figures given 
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COMMENTS ON HEALTH POLICY 
Aetna Life Says That the Full Coverage 
Policies Have Been Productive of 
High Loss Ratio 


The Aetna Life in speaking of health 
insurance states that policies that pay 
from the first day of disability have been 
productive of abnormally high loss 


ratios. Speaking further the company 
says: 
The large number of claims covering 


short periods of disability 


| 
| 
| 


and the cost | 


of handling such a multiplicity of claims | 


imposed a heavy burden 


the companies issuing such policies. 
This unsatisfactory condition necessi- 
tated higher rates. The higher rates 
were followed by a selection of risks 
that became increasingly unfavorable to 
the companies At the higher rates, 
health policies were apparently pur- 
chased, to a greater extent than for- 


who had particular rea- 
disability from sick- 
ness and who would be disposed to put 
in claims for disability of only a few 
days duration. Obviously, under such a 
plan, the desirable type of risk was 
called upon to help meet the claims of 
the less desirable risks—that is, to pay 
a premium which, of necessity, had to be 
adjusted to meet the unfavorable 
experience, 

As you give the 
—and from the standpoint 
interest it deserves your most careful 
study—you will see how and why the 
waiting period plan benefits the desir- 
able type of health risk The fact that 
it does not cover from the first day will 
automatically tend to eliminate the un- 
desirable type of risk and consequently 
relieve desirable risks of the burden of 


merly, by those 
son to anticipate 


loss 


matter careful thought 
of your own 


of expense on | 





Penn Mutual Progress 
in 1923 


The largest paid-for new business in our history. 

Improvement of conservation system, with correspondingly 
satisfying results. 

Initiation of instructive and inspiring Regional Conventions. 

New and salable forms of Income contracts. 

New equipment of up-to-date advertising literature. 

Three first-class agency magazines each month. 

Close and effective Home Office co-operation. 

A still better Company for capable representatives. 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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OF CHICAGO, ILL. 
Results for 1921 


Gain in interest income over last five years 1300% 
Gain in income over last five years 590% 
Gain in admitted assets over last five years 503% 
Gain in insurance in force over last five years 250% 
Average Gain over last five years 661% 


The above figures are the results of the highest grade of service to 
policyholders and representatives. The latest is 


CLAIMS PAID BY TELEGRAPH 


It Is the Last Word in 


SERVICE 


T. E. BARRY, President, General Manager and Founder 














Eureka Life Insurance Co. 
Of BALTIMORE, MD. 
Incorporated pee Maryland, 1882 
Standard Ordinary and Industrial Policies 


r., Secretary- Treasurer 


J. C. MAGINNIS, President 
RT, Medical Director 


J. BARRY MAHOOL, Vice-President 


J. N. WARFIELD, 
Dr. J. H. IGLEH 











a book that every life insurance man should 
Easy $1.50. including Quiz Book supplement. The 
Insurance Exchange, Chicag . 


A text book for beginners, a review book for experienced mer 
have—Jacob A. Jackson's 


National Underwriter, 1562 


Lessons in Life Insurance 
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STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


s EIGHTY YEARS of constructive 
policyholders have resulted in steady, healthy growth. 
the amount of insurance in force eight years ago. 


The Company's Investment Income Has Paid More Than All Death Losses. 


B. H. WRIGHT, President. 
STEPHEN IRELAND, Superintendent of Agencies. 





Incorporated 1844 


and progressive service in the interests of its 
The insurance in force is now more than double 
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ETHICS— 


We hear a lot of discussion in regard to the ETHICS OF THE 
LIFE INSURANCE PROFESSION—mainly by Home Office men— 
with the idea in view of having Field Men so conduct themselves as 
to protect Home Office Organizations. 


THIS COMPANY BELIEVES IN PRACTICING THE TYPE OF 
ETHICS WHEREIN THE HOME OFFICE PROTECTS THE FIELD 
MAN. 


As an illustration: A short time ago, after one of our men had 
been working for months on a Group Case, a Broker stepped into 
our office presenting a letter commissioning him as Broker in the 
case. This man stated he had secured contracts from various other 
Companies on the strength of this letter and solicited ours. 


We promptly turned down this request, feeling that if the case 
was brought to us at all, our Field Man who had worked so hard to 
attain results, was entitled to the fruits thereof. We lost the business, 
but we protected eur own man. 

We do have some very good Brokerage connections representing 
The Minnesota Mutual exclusively, but business coming from any 
other source must come to us through one of our loyal representatives. 
We prefer a good, loyal organization NOW AND FOR ALL TIME 
TO COME more than IMMEDIATE business. 


HOW DOES THIS TYPE OF ETHICS APPEAL TO YOU? 


In our growing Organization we have big opportunities for more 
loyal, efficient, industrious men. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 





On Agency Matters address 
O. J. LACY, 2nd Vice-President 




















Over 144 Million Policies Now In Force 


Only four other life insurance companies 
in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 


Jan. 1,1914 Jan. 1, 1924 
I sc dewiccnuiee $ 7,804,230 $ 40,113,271 
Policies in Force...§ $03,302 1,552,803 
Insurance in Force 73,455,636 351,149,583 





frneativd capertnaities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 




















MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance 
service, and a net cost that is notably low—these are 
three of the reasons why the name Massachusetts 
Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During 
the seventy-two years of the Company's history its 
policyholders have ever been its loyal friends and its 
enthusiastic advertisers. 


JOSEPH'C. BEHAN, Superintendent of Agencies 














the claims resulting from undesirable 
business. The desirable type of risk, 
too, will quickly see that the low pre- 
mium rate at which a waiting period 
policy is offered him means that the 
company is glad to give him the benefit 
of the much more favorable loss experi- 
ence which may reasonably be looked 
for under such a plan. 

A form of insurance which is unprofit- 
able to the company must, in the nature 
of things, be unprofitable to the agent— 
eventually if not immediately. It is 
equally true that a plan of health in- 
surance which allows the agent a rea- 
sonable remuneration for his’ efforts, 
which provides for the fair and liberal 
handling of claims—which, in short, is 
so handled as to give reasonable assur- 
ance of a small underwriting profit to 
the company, will benefit you as an 
agent. 

With the low premium rate applying 
to the waiting period provision you can 
now reach, with the strongest selling 
arguments, that very large class of de- 
sirable prospects who have admitted the 
desirability of health insurance, but who 
have regarded it as an expensive luxury 
at the rates quoted them for amounts of 
weekly indemnity large enough to ap- 
peal to them as worth while. At the 
waiting period rates, there is no reason 
for regarding health insurance as a lux- 
ury. It becomes a practical necessity 
available at a price that puts it within 
universal reach. 


Continental Joins Conference 


The Continental Casualty, which has 
continued to take an especial interest 
in accident and health business, its orig- 
inal field of operation, in spite of the 
fact that it has now become one of the 
big multiple line casualty companies of 
the country, has applied for membership 
in the Health and Accident Underwrit- 
ers Conference. In its letter high trib- 
ute was paid to the manner in which 
the affairs of the conference have been 
conducted during the past year by 
President E. C. Budlong and the mem- 
bers of the executive committee. The 
conference will hold its mid-winter 
meeting in Chicago Mar. 5-6. 


Plan Dedication Ceremony 


The Cloverleaf Life & Casualty of 
Jacksonville, Ill, will have a formal 
opening of its new home office building 


Feb. 29-March 1. 
states will be the 
at the dedication 
sion is to he coupled 
annual meeting of the 
trial managers. 

This is to be the first joint meeting of 
the managers of the industrial, monthly 
commercial and life departments ever 


Managers from 30 
guests of the company 
ceremony. The occa- 
with the regular 
company's indus- 


held. In addition to the company mana- 
gers in attendance, several agents with 
exceptional records will be invited. The 
dedication ceremony will be presided 


over by President F. H. Rowe 


National Life & Accident Policy 


The National Life & Accident of Nash- 
ville, Tenn., is revising its “Satisfactory” 
accident policy and its “Perfect” acci- 
dent policy. The “Satisfactory” policy 
will be exactly like the “Satisfactory 
Disability” policy, with the sickness in- 
surance omitted, and the “Perfect Acci- 
dent” policy will be exactly like the 
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Protection” policy 


insurance omitted. 


“Perfect Personal 
with the sickness 
The annual premium on the “Perfect 
Personal Protection” policy is $60 for 
indemnities of $25-$25-$7500. This policy 
is issued only to persons whose occupa- 
tions are classes in AA and A. 





Analyze Accident Figures 


An analysis of accidental death claims 
by cause has been made by the Pacifk 
Mutual Life on its 1923 business, show- 
ing steam railroad accidents leading in 
number of claims and automobile acci- 
dents leading the amount paid. The 
Pacific Mutual paid $325,383 on 150 accl- 
dental deaths in 1923 and also paid $527,- 
205 on 8.913 accident disability claims 
and $910,421 on 13,070 sickness disability 





claims. The results of the individual 
causes of death by accidents are as 
follows: 
No. Amt. 

Claims Paid 
Steam Railroad . - 4 56,5 
Automobile os neb whee 31 2 
eS rae 19 54,6 
DT ni cchsediteben dies 11 9, 
EE seneececennens 6 x 
CO FE eee 6 3,6 
ID os Siren ore ic Gm ean 5 2. 
Street Railroad . 5 2, 
Falling Objects .......... 5 r 
DE ne eens06966660046608 3 a 
PERIGEE. occecccecses 2 3.7 
BRPOOCTOCHCIOM 2c cccccccces 2 2, 
Animals ..... ] 4,£ 
Miscellaneous ........... 12 15,051 


Totals 


Walker Is Made Manager 


W. S. Walker has been elected mana- 
ger of the Title Guarantee & Casualty 
of Detroit and will also act as assistant 
secretary and assistant treasurer. He 
has had 22 years’ experience in the busi 
ness. For the last eight years he has 
been agency director of the National 
Casualty. Prior to that time he was 
connected with the agency department 
of the Massachusetts Bonding. His early 
training was secured with the old United 
States Health & Accident at Saginaw 
The Title Guarantee & Casualty writes 
only personal accident and health insur- 
ance, 

The company is now featuring an eye 
indemnity policy paying $5,000 for loss 
of sight 


National Life & Accident Changes 


The National Life & Accident of 
Tennessee announces that R. K. Trego 
has been made superintendent at In- 
dianapolis. He has been with the com- 
pany for sometime EL. L. James has 
been made superintendent in Atlanta 
Ga. He will have charge of the new 
staff in the Atlanta district. G. M 
Scroggs is appointed superintendent 
there He has been an agent. H. R 
Giiles of Lexington, Ky... is now superin 
tendent in that district. He will take 


charge of a newly organized staff. L. B. 
Stoggill of Memphis is now superintend 
ent of a new staff in that district 


Hazelbecker Is Vice-President 


The Business Men's Protective of 
Lincoln, Neb., has elected C. C. Hazel 
becker as a vice-president He has re- 


cently been with the accident department 


of the Old Line Insurance Company of 
Lincoln and before that time was with 
the Kansas Central Indemnity of 


Hutchinson. The Business Men's writes 
only accident and health insurance. 
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PROTEST LICENSING LAWYERS 


Philadelphia Association Goes on Rec- 
ord Disapproving Such Men as Life 
Insurance Agents 


PHILADELPHIA, PA., Feb. 19.—A 
resolution requesting that lawyers and 
public accountants be barred from re- 
ceiving licenses to sell life insurance 
was forwarded to the insurance depart- 
ment at Harrisburg last week by the 
Philadelphia Association of Life Under- 
writers. 

The resolution was adopted unanim- 
ously by the association’s executive com- 
mittee. The objection to lawyers and 
accountants as life insurance salesmen 
is that there would be unfair cempeti- 
tion with full-time life agents. Many 








lawyers and accountants are called upon 
to advise clients in regard to taking out 
life insurance and it would be easy for a 
lawyer, possessing intimate knowledge 
of a prospect’s finances, to sell insurance 
to a prospect in whom a regular agent 
had cultivated the desire to buy. 
Last week prominent members of the 
Philadelphia association joined the lo- 
cal Y. M. C. A. in inducting a number 
of students into the life insurance sales- 
manship course which, for the second 
year, has been established here by the 
association and the Y. M. C. A. ; 
Dependent interests and protection of 
personal estates to the end that the prop- 
erty values of the nation are fully con- 
served can be most satisfacterily accom- 
plished by co-operation between the life 
insurance companies and the trust com- 
panies, according to M. Albert Linton, 


en 
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The Eyes of the World Are Centered on 


LOS ANGELES 


Beautiful! Delightful! Prosperous! 


It has been termed the ‘Magic City’ by reason of its 
astounding and almost supernatural records of progress. Its 
growth is unprecedented and its future certain. Every branch 


1 of business is sharing alike in this field of opportunity. ‘‘Things 
are humming” the year ‘round. Weather conditions do not in- 
terrupt the day's business. Hardly a month passes but that a 
new record is made in some line of endeavor. 

; There Is Profit in Progress 


Come to Los Angeles to Live,—where opportunity is un- 
limited in the life insurance field. Prosperity and successful life 
insurance underwriting go hand in hand. 


With our co-operation in the field, you will find that the new 
Multiple Protection Policy which ‘‘pays 5 ways’ * will enable you 
to make an enviable record. 


Last year we paid for two millions per month of new business 
in eight counties. 


For information address 


JOHN NEWTON RUSSELL, Manager 
HOME OFFICE AGENCY 


56 Years P ACIF IC MUTUAL LIF Assets over 
od INSURANCE CO, #000,00 


Pacific Mutual Bldg. - - Los Angeles 




















Insurance Promoters 


We can 
—Buy the balance of your stock. 
—Put you in business at once. 
—Resell stock back to you at same price. 


If your —— is strong and your stock 
partially sold; you will be interested in our 


plan. 


Smith, Hardy & Company 


BONDS AND MORTAGES 
208 S. La Salle St., Chicago, III. 














The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. If you are interested, write for copy of 
“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


E. L. BLACK, State Manager 
P, O. Box 299, 
Newport, Arkansas 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bldg. 


Dallas, Texas 
W. H. SAVAGE, Vice President 
Los Angeles, California 

















expected to be enacted without any mate- 
rial change, as it holds that competition 
shall cease when the prospect has under- 
gone a medical examination and settled 
for the initial premium either in cash or 
note. 

*x* *x x 

Rochester, N. ¥.—Dr. S. S. Huebner, 
professor of insurance and commerce at 
the University of Pennsylvania, ad- 
dressed the Rochester association at its 
Friday meeting. His talk was about the 
value of life insurance in all phases of 
economic and community existence. 

Dr. Huebner predicted that in the near 
future wedding vows will include a 
promise to support, cherish and protect 
“while and after both do live” and bride- 
grooms will look upon the life insurance 
policy as being as indispensable an ad- 
junct to the wedding ceremony as the 
ring itself. 

Life, according to Dr. Huebner, has two 
and sometimes three values. The first is 
to the family; the second to a business, 





and the third, if there is enough after 
the other two have their share, to an 
institution, such as a church or a college. 
Life insurance is of greatest use to the 
family, he said. 

“Why should you not protect your 
home from the hazard of bankruptcy 
just as a business protects itself,” said 
Dr. Huebner, “or a marine voyage? How 
is the voyage of a family through life 
any different than a voyage of a ship 
through the ocean. If one needs pro- 
tection so does the other.” 

* *x * 

Fort Wayne, Ind.—-At the annual meet- 
ing of the Fort Wayne association last 
week, James W. Haughton was elected 
president; Leroy R. Wade, vice-president; 
Willard C. Prudi, secretary, and Brown 
Cooper, treasurer. The new officers are 
planning a membership drive and have 
already secured many new members. The 
program will be worked out for the year, 
with meetings to discuss common field 
problems. 








NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate ks, etc. 


PRICE, $3.50 and $2.00 respectively. 


Supplementing the “Unique Manuai- 


| New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Digest” and “Little Gem,”” Published Annually in May and April respectively. 
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FIDELITY MUTUAL DIVIDENDS 


New Schedule Shows Increase of 10 to 
15 Percent and Increased 
Interest Rate 





The Fidelity Mutual Life has pub- 
lished its new dividend schedule, effec- 
tive April 1, showing an increase in div- 
idends of between 10 and 15 percent. 
This is the fourth consecutive year in 
which the company has increased its 
dividends. In addition to the increase 
in dividends, the company has increased 
its interest rate to be allowed on the 
proceeds of policies left with the com- 
pany from 4.6 percent to 4.8 percent. 
Illustrations of the new dividend sched- 
ule and net cost for the ist, 5th and 
10th policy year are as follows: 


Ordinary Life 


Age 25 Age 35 Age 45 
1924 Net 1924 Net 1924 Net 
y Div. Cost Div. Cost Div. Cost 
rr. 
Prem, $19.85 
1 $4.06 $15.79 
5 4.46 15.39 5.32 


$26.08 $37.01 
$4.70 $21.38 $5.88 $31.13 
20.76 6.95 30.06 


10 5.04 14.81 6.24 19.84 8.51 28.50 
20-Payment Life 
Prem. $28.80 $35.29 $45.64 
$4.77 $24.03 $5.56 $29.73 $6.95 $38.69 
5 56.53 23.27 6.54 28.75 8.32 37.32 
10 6.64 22.16 8.00 27.29 10.32 35.32 
20-Year — 
Prem. $48.18 $54.98 


$50 
1 $5.99 $42.19 $6.50 $43.6 62 : 
5 7.56 40.62 8.08 42.04 9.27 465. 
10 9.90 38.28 10.44 39.68 11.78 43. 
Life Income at 65 


Prem. $23.98 $34.00 $54.98 

1 4.47 $19.51 $5.47 $28.53 $7.54 $47.44 
5 56.02 18.96 6.40 27.60 9.27 45.71 
10 5.84 18.14 7.77 26.23 11.78 43.20 


Western States Life 


The Western States Life of San Fran- 
cisco is now paying 5 percent on all 
funds left with the company. The com- 
pany has made a reduction as of Jan, 1 
in rates on the ordinary life forms, 
whereby all of these policies, regardless 
of amount, will be issued at the premium 
rates which formerly applied to the 
“$5,000 Special.” 


Fidelity Mutual 


The Fidelity Mutual announces that it 
is now in a position to consider appli- 
cations for policies payable in install- 
ments for 20 years certain, and continu- 
ous if desired up to $200 per month with 
disability benefits included. This means 
that on those plans the limit of insur- 
ance that may be issued with disability 
benefits increased to a commuted amount 
of $35,300. 





Columbia Life, Nebraska 


The Columbia Life of Omaha, Neb., has 
issued a new schedule of dividends, 
applicable on 1924 payments showing an 
increase of between 5 and 10 percent 
over the 1923 schedule. The rate and 
first four dividends on the three prin- 











cipal policy forms, at five-year intervals, 
are as follows, per $1,000: 
Ordinary Life 


Year issued..... 1923 1922 1921 1920 
Age Prem. 
oes s6ee $17.00 $2.87 $2.98 $3.11 3.22 
i cenees 18.70 2.97 3.11 3.26 3.42 
«= 'eaee 21.19 3.12 3.30 3.48 3.68 
=a 24.17 3.30 3.53 3.76 3.99 
ae 27.89 3.55 3.83 4.12 4.43 
eee 32.62 3.88 4.25 4.62 5.02 
Se 38.84 4.39 4.89 5.39 5.92 
Sr 47.25 5.31 5.97 6.67 7.38 
Diveetvees 58.92 6.90 7.80 8.72 9.66 
eee 75.75 9.57 10.76 11.97 13.18 
20-Payment Life 

Year issued..... 1923 1922 1921 1920 
Age Prem 

ath eae $25.25 $2.91 $3.19 $3.47 $3.77 
a 27.11 3.02 3.31 3.62 3.95 
eareceee 29.74 3.16 3.49 3.85 4.20 
Se 32.80 3.34 3.73 4.12 4.54 
éeceee 36.41 3.57 4.01 4.48 4.95 
Boccevces 40.76 3.90 4.43 4.96 5.51 
vee kees 46.19 4.41 5.04 5.68 6.36 
pares 53.21 5.31 6.09 6.89 7.71 
eseeten 62.61 6.91 7.87 8.85 9.85 
vécewne 75.75 9.57 10.76 11.97 13.18 

20-Year Endowment 

Year issued..... 1923 1922 1921 1920 
Age Prem. 

iséeaee $46.70 $3.00 $3.68 $4.39 $5.13 
Pc cesses 47.28 3.09 3.78 4.49 5.23 
ie ven0e4 48.08 3.23 3.92 4.64 5.37 
iv eececax 49.01 3.40 4.09 4.81 5.55 
ere 50.20 3.62 4.33 5.05 5.81 
i ceeene 51.87 3.94 4.67 5.41 6.19 
Seer? 54.44 4.44 5.22 6.02 6.84 
onceuce 58.57 5.33 6.20 7.09 8.01 
eee 65.20 3.92 7.92 8.94 9.98 
iatavce 75.75 9.57 10.76 11.97 13.18 





Register Life 


The Register Life of Davenport, Ia., 
has published a new policy form, an 
ordinary life endowment at age 65 on a 
monthly income basis, the premiums be- 
ing graded according to the age of both 
insured and beneficiary. Premiums for 
$10 monthly are as follows: 


Age insured 25 35 45 55 
Age Ben 

Teun eeu ge $59.11 $86.58 $142.74 $312.94 
15 tawaeees 54.93 80.57 134.16 298.04 
Fre §1.11 73.85 123.21 277.68 
ieséewuws 48.36 68.12 111.33 252.10 
— er 46.36 64.72 102.03 225.25 
Seeteceress 45.02 62.91 97.82 206.23 


United Fidelity Life 

The United Fidelity Life of Dallas, 
Tex., has recently placed a new “Life 
Expectancy Term” policy contract’ in 
hands of its agents which will be writ- 
ten on male risks only between ages 21 
and 60 and for not less than $2,500. This 
policy terminates at the expiration of 
the term of expectancy of the policy- 
holder but has three surrender options 
available at that time—surrender for its 
cash value, surrender for paid up insur- 
ance, payable in one sum or continued 
insurance as extended term for its face 
amount less any indebtedness thereon. 
At any time within 20 years before the 
attained age of 60 this contract may be 
converted to any higher premium policy 
by paying the difference in premiums 
with interest at 6 percent. The new pol- 
icy to bear same date as the original 
and for a like amount and will require 
no reexamination unless disability ben- 
efits are desired. At age 35 this form 
of policy, with an expectancy of life for 
the insured of 32 years has a regular 
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premium of $17.98 and for double in- 
demnity $18.21 and with disability fea- 
tures $19.65. The United Fidelity will 
pay 10 percent less commission on this 
contract than on regular forms. 





Pacific Mutual Life 


The Pacific Mutual Life announces that 
it will make no change in its annual 
dividend scale for the next dividend year, 
starting May 1. It is paying an extra 





5 percent dividend just as in the pre- 
vious year. The extra 5 percent divi- 
dend will not be allowed on profits fall- 
ing due at the end of the first policy 
year. All dividend statements sent to 
policyholders for other than first year 
dividends will include the regular divi- 
dends but this extra 5 percent. Under 
the first dividend contract an extra allot- 
ment of 5 percent of the normal will be 
set aside for the period of one year start- 
ing May 1. 
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LEADER FOR METROPOLITAN 


Stuyvesant Heights District Celebrates 
Achievements for 1923 at Conven- 
tion and Banquet 


ATLANTIC CITY, N. J., Feb. 16.—With 
an actual increase of $3,374.17 for the 
year 1923, the Stuyvesant Heights dis- 
trict of the Metropolitan Life won the 
distinction of earning the largest in- 
erease in the history of industrial life 
insurance, it was made known today by 
H. C. Stieglitz of Brooklyn, manager of 
that branch, in addressing the annual 
convention of the district. 

The gross increase was $3,520.01 and 
the average policies issued by each agent 
each week was 6.7, he also pointed out. 
He was proud to report that 50 percent 
of his staff belonged to the $100,000 
Club. 

As a special feature of the work, he 
told of Assistant Manager Louis J. Zet- 
tler assisting agents in producing 31 
applications for $215,895 for the week 
of Dec, 3. Charles Golden is credited 
with 28 policies for $200,230, Samuel Kis- 
berg for 23 policies for $130,795, Harry 
Fleissig for 21 policies for $105,000 and 
the largest single ordinary policy was 
placed by Judson White for $30,000. 

The average increase for each man for 
the year was $67.48 and for each week 
$1.28, representing the largest increase, 
a week for each man, in the country. 
The average earnings for each week for 
each man was $73, also the best in the 
country. Mr. Stieglitz pointed with pride 
to the fact that 96 percent of the staff 
qualified with 1,000 points or better, 
asked for by A. F. C. Fiske, superin- 
tendent of agencies of the Empire Terri- 
tory. 

This evening a banquet was held with 
Mr. Stieglitz as toastmaster. The speak- 
ers were Harry J. Miller, second vice- 
president of the Metropolitan; A. F. C. 
Fiske of New York, and Harry C. Pryor, 
supervisor of the Empire Territory. 





Going Good in New Orleans 


The New Orleans district of the Ameri- 
can National of Galveston began the New 
Year with the annual banquet of the 
Good Fellowship Club, composed of the 
active members of the New Orleans dis- 
trict. There was a full attendance of the 
agents and many of them had their wives 
with them. W. C. McHardy, manager 
of the New Orleans district, was toast- 
master, performing that task with his 
usual ability. A number of short, spir- 
ited talks were made, touching past and 
future accomplishments. 

N. A. McHardy, a brother of Manager 
McHardy, has been promoted to assistant 
superintendent. 


Boreham Is Honored 


Ss. D. Boreham, president of the 
Kiwanis club of Fon du Lac, Wis., and 
prominent in several other local organi- 
zations, has been presented with a solid 
gold medal for “continuous and honor- 
able service” with the Prudential. Mr. 
Boreham received his license on April 1, 
1896, and has sold more than $2,000,000 
worth of insurance in his continuous 
activity in this work since that date. 


Prudential’s Cincinnati Activities 

Cincinnati district No. 1 of the Pruden- 
tial, under supervision of William Klus- 
meier, held a joint patriotic meeting 
with the agents of Cincinnati 2, Lock- 
land and Covington districts. This is in 
accordance with a letter from President 
Duffield to hold a patriotic meeting in 
February whenever practical. February 
being the month in which the birthdays 
of Washington and Lincoln are cele- 
brated, the occasion is taken to do honor 
to these men and their ideals. Super- 


intendent Klusmeier was chairman of 
the meeting and Fromme Morris, vice- 
mayor of Cincinnati, was the speaker. 
He eulogized Washington and Lincoln in 
a most able manner and urged that the 
heritage these men left be preserved. 
Superintendent Klusmeier held his an- 
nual meeting combined with a house 
warming last Friday in the new offices 
on the fifth floor of the Second National 








THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful busi- 
ness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 
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of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 





THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
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50.97% 





Once a Policy- 
holder—Always 
a Prospect. 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 
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MICHIGAN 


ROCKFORD LIFE INSURANCE COMPANY 


“Good Agency Contracts Direct With the Company 
Apply FRANCIS L. BROWN, Vice-President-Secretary 


Just Opened by 


ROCKFORD, ILLINOIS 
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Bank- building. The agents and their 
families were attendants and William H. 
jettner, division manager from the home 


speaker of the evening. 

A Prudential ten-day ordinary drive 
was launched by Division F, state of 
Ohio, meeting at the Cincinnati office of 
Superintendent Klusmeler, Tuesday. The 
quota will be $1,000 per man. Among the 
home office people present were Fred 
Tasney, vice-president; William R. Ko- 
now, assistant secretary, and William H. 
tettner, division manager. 

A ten-day ordinary drive 
rated for district F, at a meeting of su- 
perintendents and home office officials 
in Cincinnati No. 2 district The visit- 
ing superintendents were J. MacIntosh 
Cleveland; C. A. Sullens, Cleveland; F. 
E. Shelton, Dayton; A. M. Kemery, Col- 


office, was the 


was inaugu- 


umbus; Ed C. Bassler, Hamilton and FE 
H. Amelung, Cincinnati No. 1 The 
meeting was held in the Cincinnati 
office No. 1, William Klusmeier, super 
Intendent. The effort launched is a drive 
fer $2,000 ordinary production from a 
man for ten days 
G. T. Black Advanced 

G. T. Black, former assistant super- 
intendent of the Western & Southern at 
Louisville and at St. Louis Mancl t 
has been promoted to superintendent 
the St Louis South district He su 
ceeds Superintendent George \W Bus! 
transferred to Leouisy West Super 
intendent A. Altsman of St. Louis West 
is transferred to Braddock, Pa Super 


-| 000 for the same 
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Cuckler, formerly of 
takes charge of the new 
McKeesport, Pa. 


intendent R. §S 


sraddock 
trict opened at 


MONTHLY PAYMENT PLAN 
BECOMES POPULAR 


dis- 


(CONTINUED FROM PAGE 1) 
& Annuity, N. Y.; Western National, 
Wvo.: Western Union, Wisconsin Life 
and Missouri State. 


Plan of Grizzard System 


It is interesting in this connection to 
know that James A. Grizzard of the 
Grizzard Insurance System devised the 
monthly payment plan as one of the 
underlying foundations of his plan. He 
saw the advantage of budgeting life in 
surance along with the regular monthly 
His men are trained to talk 
monthly payment plan and thus get a 
larger amount of insurance per individ- 
ual than they would, because 
t payments are a person 


can afford to 


expense 


otherwise 
made monthly 
take out a larger policy 


Make Auspicious Start 


The International Life o Louis 
during the first twelve days of February 
$2,600,000 compared with $1,700, 
period in 1923. The 


: ot 


wrot 





February 21, 1924 








year’s written business on that date was 
$9,200,000 against but $7,500,000 in 1923. 
a gain of 22 per cent. 
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MAKE EXCELLENT STATEMENT 


American National Life of Galveston 
Announces Its Figures for Its 
New Financial Exhibit 


The American National of Galveston 
in its annual statement shows assets of 
$17,070,588, an increase of nearly $3,- 
000,000. Its reserves are shown as 
$15,683,716, an increase of $2,200,000. Its 
capital stock is $1,000,000, assigned fund 
and surplus $1,869,171, and the surplus 
security to policyholders $2,869,171, 

Big Increase Shown 
—_— 
reported as 


$33,579,608. 


Insurance in force is 
$215,037,404, an increase of 
The increase in surplus to policyholders 
during 1923 was $313,347. Gross income 
per month for the year was $649,300 and 
the total paid policyholders since organ- 
ization 18 $14,328,720 

The company is one of the most vig- 
orous and successful of the younger life 


insurance institutions. President W. L. 
Moody, Jr., gives close attention to the 
affairs of the company and is building 


on sound lines. 
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Age Limits from 





Premium plan. 


district. 





2 to 60. 


THE OLD COLONY LIFE 
INSURANCE COMPANY 


of CHICAGO, ILL. 


The Company has its Home Office in its own building 
at 166 W. Jackson Blvd. running through to Quincy and 
Wells Street, right in the heart of Chicago’s Financial 


‘ Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 

Standard and Substandard Risk Contracts, i.e. less 
work for nothing. 


ADAMS ST. 
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New York Life Shows 
Business in Force in 


States of the Union 


HE New York Life has gotten out 

i table showing its insurance in force 

n various states and the increase in 
insurance in force over 1922. The fig- 
ures are as follows 






Ins. in Force 
State dec. 31, 1923 Incr 
Alabama .......§$ 53,3 57 
Alaska 
Arizona 


Arkansas 
California 
Colorado 
Connecticut 
Delaware mee 
Dist. of Columb. 
Florida . — 
Georgia 

Idaho 

Illinois 

Indiana 

Iowa 

Kansas 
Kentucky 
Louisiana 

Maine 

Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississippi 
Missouri 
Montana 
Nebraska 
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Nevada : 
New Hampshire 
New Jersey .... 
New Mexico 
New York . 
North Carolina 
North Dakota 
Ohio 


Oklahoma 
Oregon 
Pennsylvania 
Rhode Island. 
South Carolina. 
South Dakota 
Tennessee 


Utah 
Vermont 
Virginia 


Washington ; 
West Virginia 
Wisconsin 
Wyoming 
580 
769 


United States 


Canada 





E. E. CAMMACK IS ADVANCED 


Promotions Are Announced By the 


Aetna Life—Four More Good Men 
Have Received Recognition 





E. E. Cammack, actuary of the Aetna 
Life, has been elected vice-president. 
James B. Slimmon and H. H. Pelton 
are made assistant secretaries, H. S 
Beers, assistant actuary, and Dr. Don- 
ald C. Cragin, associate medical direc 


tor. Mr. Cammack will have the tith 
of vice-president and actuary He is a 
native of Spaulding, Eng., and matricu 
lated at London University. He joined 
the African Life of Johannesburg, South 


Africa, soon after he left college He 
came to America in 1910 and entered 
the employ of the Aetna Life. He was 


appointed associate actuary in 1915 and 
actuary in 1922 


Fraternal Congress Meeting 


The annual meeting of the American 
Fraternal Congress is in session in Chi- 
cago this week, the mid-winter meeting 
of the presidents’ section and the secre- 
taries’ section of the National Fraternal 


Congress being held at the same time. 
Immediately following this the annual 
meeting of the Fraternal Society Law 
Association will be held, so that the 
week will see Chicago as the center 
of fraternal activities. James J. Davis, 


secretary of the department of labor, is 
the principal speaker at the meeting ot 


the American Fraternal Congress, his 
subject being “Citizenship: Its Oppor- 
tunities and Responsibilities.” Congress 


man W. C. Halley from Oregon will 
also speak on “Federal Taxation and Its 
Effect on Fraternal Benefit Associa- 
tions.” 


Rich- 


John ©, Goode, general agent at : 
. ane 


mond, Va.. for the State Mutual 
president of the Richmond Association of 
Life Underwriters was bereaved last 


week by the death of his mother 
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MODERN BUSINESS GETTING METHODS 








Evangelist Billy Sunday in Rapid Fire 
Series of Suggestions to Chicago Life 
Underwriters in Association Address 


OMING through an hour’s ses- 
C sion without the removal of coat 
or collar or damage to chair or fur- 
niture, “Billy” Sunday, the noted evan- 
gelist, gave an inspirational address be- 
re the Chicago Association of Life 
Underwriters last week at its February 
meeting. The ball room of the Hotel 
LaSalle was filled with those who came 
to hear the words of this national figure 
on “Life Insurance and the Church” and 
they left with a wealth of material shot 
from the platform in Mr. Sunday’s 
rapid-fire method which resembles a 
machine gun in perfect action. These 
“Billy Sundayisms” were given in the 
form of a set of rules for practice and 
guidance in field work. 


President McNamer Introduced 
“Billy” Sunday to Association 


Harry C. McNamer, president of the 
Chicago association, introduced Mr. 
Sunday. Mr. McNamer stated that like 
every other rate book carrier, Mr. Sun- 
day is a life underwriter. Of him it 





looked out at 
Brackett | 


speaker’s platform he 
the audience and spied L. 


Bishop, Chicago general agent of the; in 


Massachusetts Mutual, in the front row. 
Smiling at him Mr. Sunday said “Hello 
there, how’s the Connecticut Mutual?” 
Mr. Sunday recognized Mr. Bishop 
from the association that he had with 
him years ago in Chicago. At the time 
that Mr. Sunday was just rising to 
fame as an evangelist in Chicago, Mr. 
Bishop was head of the religiots work 
of the Y. M. C. A. in Chicago and con- 
sequently came in contact with Mr. 
Sunday frequently. Mr. Sunday closed 
his talk with a graphic picture of his 
old baseball days in Chicago when he 
was one of the stars on the champion 
White Sox team under Adrian C. Anson 


Similarity Between Professions— 
One Practices, Other Preaches 


Among the high Mr. Sun 
day’s talk were these: 
There is a similarity between our two 


great professions, that of life insurance 


spots in 





on the dollar no matter where you find 
it. 

We need grit. You find this true in 
your work and it is evident in all lines 
of endeavor. Life isn’t all ice cream 

No, it is all vic- 
Defeat, however, 
A man won't fall 
same banana skin 
You should live to 
10 does not will 

his epitaph on 
! Abrahz ncoln was de- 
feated in all steps of life, but he learned 

pte book of ex- 

perience. Every st was 
balanced by a failure Character is not 
umber of times a 
number of times 
Edison was once 
he used in exper- 
nenting with the storage battery, these | 
9,000 useless ideas being spoken of as } 
lison denied that 
| 


sodas and limousines. 
t deteats 
will bring a victory. 
down twice on the 
unless he is a fool. 


ories and 





iccess in his life 


determined by the n 
man falls, but by the 
he gets up. Thomas 


I 
chided for 9,000 things 
im 


wasted time, 
charge, savii 


things whi 


ose were 9.000 





re no good 
Energy and Backbone 
Are Needed at All Times | 


Motion is a 
One is always looking 
turity, 
and old age to the 
will call you out. 


Don't be a dead one 


law of progress. 


torward Infancy leans to ma 


maturity 


to old ane 





| 
el ieved the | 


you can’t stand a sneer, you will never 
get a cheer. 
Know your business. Most men are 
sted on something, baseball, prize 
ighting or such, but all too often a 
man is not posted on his own business. 
A clerk can often quote the batting av- 
erage of all the baseball players, but 
cannot translate a foreign letter. The 
trick is to keep posted on the thing that 
is going to do you the most good. Make 
yourself an ideal and then bend every 
energy to realize that ideal. It is a 
thing to aspire, “but a darn 
hard thing to accomplish.” A man who 
works tor applause, however, will never 
be satished with the world’s accom- 
plishment. The man who succeeds is 
ot the one who waits for something 
spectacular to turn up, but is the bird 
who does the thing that is next at hand. 
Life Insurance Has to 
Be Sold—Is Not Sought 


In the life insurance business you 
ave to get out and dig to realize your 

n. When you have a toothache 
dentist. When you are 
sick you go to a doctor. When youw are 
in difficulties you go to a lawyer. But, 
when you need life insurance you wait 
or the life insurance man to hunt you 
up. You fellows have to get out and 
hi up the man who wants life insur- 


t 
' 
; 


1 
kiorious 





vou go to a 








has been said that many of his policies “a that three ce and make him believe it. Your 
lapse, but Mr. McNamer stated that if underwriting and that of life underwrit- uccess, backl business is to get us interested in your 
this is true it is the fault of the home | ing, in that one practices and the other | and back e. Morse who a proposition. In Chicago the question 
office, and in addition Mr. Sunday’s | preaches. Each has something the | wonder the cable and all such out- | today is “can it be put over?” ‘The 
policies can always be reinstated which | other needs. We preach the truth and | standing figures, are the kind of fellows | Chicago question is the real question 
is not true of the regular life insurance you practice it. Truth and honesty are who ang their mugs in the hall of | nowadays. You have to get out and 
contract. Mr. McNamer also said that | the basis of commerce and commerce ame \ place to show this backbone | work The man who succeeds is not 
Mr. Sunday went 500 miles out of his | dies when men cannot trust one an- | is in accepting criticis Don't worry | the one to wait for something spectac- 
way on a trip in order to reach Chi- | other. You are skating on thin ice when | about criticis As Hubbard said, the | ular, he is the one who is doing things 
cago to speak for the Chicago associa- | you deviate from truth. Values of all | only way to avoid criticism is to do | the best he knows how. Too many are 
tion. commodities differ according to locali- | nothing and say not g It is better | seeking for cushions instead of attempt- 

When Mr. Sunday reached the! ties, but honesty is worth 100 percent | to be | ked than unnoticed and if !ing to build a better world in which to 

_— —- —_ — _ - —_ 
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Life Insurance 


Endowments 


TOTAL FUNDS ... sat Sa 
Increase during the year—$31,277,967.28 














OVER SIXTY YEARS IN BUSINESS AND GROWING STRONGER EVERY YEAR aN 


tae Yip 
OMPANY 


Lire INSURANCE C 


OF BOSTON. MASSACHUSETTS 


Made to the Massachusetts Insurance 


TOTAL INSURANCE IN FORCE on approximately 3,300,000 Lives 
Increase during the year—$194,930,034.00 
Funds Reserved as Liability to Mature these Policies A 
Funds Reserved for All Other Liabilities, including Surplus Returns apportioned for *\ 
payment to Policyholders in 1924............ ' 
Surplus Funds for General Emergency Protection 


SUMMARY OF THE 61ST ANNUAL REPORT 


1923 an 


Department as of December 31, 


Annuities 


Insurance for 
Total Disability 


—— ey 


_$1,863,777,702.00 Sy 
_.  262,360,586.00 ANG 


‘a 14,851,898.01 I 
nS 22,141,386.68 





_.$ 299,353,870.69 nv 
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New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 
Unusual contracts toagents. 
Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 


Burlington, Iowa 











ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 
CHICAGO, ILL. 








A. GLOVER & CO. 
© Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
23 South La Salle Street, Chicago 








OHING HIGDON | #°, cx, buie 


Kansas City, Me. 








RANK J. HAIGHT 
CONSULTING 
ACTUARY 
£10-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








EDERIC S. WITHINGTON 
CONSULTING ACTUARY 
948-949 Insurance Exchange Bldg. 
Tel. Walnut 3761 DES MOINES, IA. 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
ues, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
ared. The Law of Insurance a 


Specialty. 
Colcord Bidg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 


1523 Association Bldg. 19 S. La Salle St 
Telephone State 4992 . CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST.LOUIS MO. 























live. Half of the American people are 
working day and night to make an hon- 
est living and the other half are work- 
ing to pick their pockets. There are 
too many parasites in the world today. 


Do Your Best at 
Whatever You Are Doing 


Do your best. “The best that I can 
do”—underline that in anything you do. 
That man is blessed who does his best. 
Palaces have been built out of eggs, 
spools, tooth brushes, abbreviated au- 
tomobiles and things some fellow just 
passed up. There is no institution that 
has done more to lighten the burdens of 
the world, feed the widows, turn the 
hearse into an automobile, wipe out 
the worries of the future generation, 


than the life insurance companies of 
this country. Often the only way of 
comfort is the life insurance policy. 


Your great service is to preach that a 
man is not doing his duty unless he 
can provide for the future, protect his 
depontents and enable them to “give 
the wolf the ha ha.” You birds are 
trying to eliminate one of the greatest 
curses in the world—selfishness. The 
fellow who lives to himself only, will 
have only himself at his funeral. 
There was never more defiance of 
authority in this country than there is 
today, whether it be in government or 
in church affairs. Prev ailing methods 
are always keyed and gauged by the 
public and where there are quack doc- 
tors there are people who want quack 
doctors, shyster lawyers are created be- 
cause there are people who have their 
kind of cases, darn fool preachers exist 
because parts of the public want them. 
That is a serious question. The begin 
ning of anarchy is founded in laws in 
which you do not believe. The great 


question today is whether a man will 
respect the law or not. 
Speak Well of Competitors— 

Help Make a Life 

Speak well of your competitor. You 
can never run yourself up by running 
someone else down. The element of 


friendship is a tremendous factor in the 
business world. A man who does what 
he pleases is seldom pleased with what 
he does. It is usually noted that as a 
man grows older he lives more for ser- 
vice and kindness than for pleasure. It 
is said that a noted music ian in his early 


days of fame spoke of “I.” A few 
years later he would say “I and Mo- 
zart.” As he grew older this changed 


and in his old age 
“Mozart.” Notor- 
fame but a day, 
Kindness 


mak- 


to “Mozart and I,” 
it was always simply 
a0 lasts but an hour, 
but kindness as long. as life. 
will open all doors, 

There is a difference between 
ing a living and making a life. The 
great multitude not thinking what 
the world is made of, but is in the mill 
that is pounding out a living. Money 
is not all. It is the foundation of all 
good work and all bad work too. A cer- 
tain amount is always needed and when 
you provide for this you are helping to 
mold a life. Bradstreet and Dun say 
that 97 out of every 100 who are over 
67 years of age are living off of the 
county or a friend. Money is like a 
cane, one helps along but 100 break 
your back. The great wealth that is 
pouring into this country is a real dan- 
ger. Andy Mellon, who is the greatest 
secretary of the treasury that this coun- 
try has ever seen—no one can ever 
stand one, two, three with Andy Mel- 
lon—has said that America is the corn 


1s 


crib of the universe. America is the 
dough belt of the world. We have 
| credit, food, clothing, land and every- 





thing else in the world, but what will it 


profit to gain the world and lose the 
soul. The solution is the Christian re 
ligion. 


Need Divine Guidance 
On Three Kinds of Days 


There are three kinds of days when 
you need divine guidance. First, there 
is the day when you have had no suc- 
cess, no policies are applied for, you 
have a note due, but payments are not 











SOME “BILLY SUNDAY-ISMS” | 








“Commerce dies when men _ can't 


trust one another.” 
x * * 


“Values of all commodities differ ac- 
cording to localities, but honesty is 
worth 100 cents on the dollar no matter 
where you find it.” 


x * * 
“Life is not all ice cream sodas and 
limousines. No, it is all victories and 
defeats. Every success in Abraham 


Lincoln’s life was balanced by a failure. 
We live to improve or we live in vain. 


A man won't fall down twice on the 
same banana skin unless he is a fool.” 
es ¢ 


“A man’s character is not determined 
by the number of times he falls down 
as he goes through life, but by the num- 
ber of times he gets up.” 

. = Ss 
“Laziness travels so slowly that pov- 


erty overtakes it just around the cor- 
ner.” 
* * * 
“Motion is the law of progress. Get 
busy.” 
e 2 6 


“Charles Sumner said that in order to 


make a success a man needs three 
things. First, backbone; second, back- 
bone and third, backbone.” 


* 
“Know your business. 
posted on something. Clerks and others 
who don't seem to be able to make a 
success at least know Babe Ruth’s bat- 
ting average. The trick is to keep 
posted on the thing that is going to do 
you the most good.” 
* * * 


Most men are 


“If you can't stand a sneer, you will 
never get a cheer.” 
* 2 2 
“Make yourself an ideal and then 


bend every energy to realize that ideal.” 
OK ok 

“The man who succeeds not the 

one who waits for something spectacu- 


is 


forthcoming. Again is 
of great successes, policies are flooding 
in. Third, there is the day which will 
come when you will be called out. The 
bell will ring at the terminal and the 
conductor will call, “all out for eter- 
nity.” It is to be hoped that when the 
bank examiner of the universe makes 
a check, your books will show a bal- 
ance. 


there the day 


Travelers Immediate Binder 


\ binder, making the company imme- 
diately liable for the total of the insur- 
ance applied for in the application, 
now being used by the agents of 
Travelers. This binder calls for a 45 
day premium which the prorata of 
the 5 vear term rate. \ny applicant 
applying for any amount of life insur- 
ance in the Travelers up to $200,000 may, 


1s 


the 


is 


by paying the 45 day premium, be as- 
sured that he will have life insurance 
for the next 45 days. Whether or not 


the company ultimately issues the appli- 
cation applied for, it makes itself liable 


through the use of the new binder, for 
the amount named in the application. 
The Travelers has found that there are 


often delays and disappointments in the 





issuance of policies, and has decided that 


will give 


the use of the 45 day binder 
complete 


prospective policyholders a 
feeling of relief and certainty. 


Have Newspaper Arrangement 


The Omaha “Daily News” has made 
arrangements with the Gem City Life 
for life insurance on the group plan, 
whereby the “Daily News” can offer life 
insurance to its subscribers only for $500 
at a premium rate of 10 cents a week. 
The subscriber must be between the 
ages of 13 and 45 and must be of sound 
health. All members of the family of 
the subscriber to the newspaper are also 
eligible to take out this insurance under 
this plan. 


lar to turn up, but is the bird who does 
the thing that is next at hand.” 

x * * 
his 


“That is blessed who does 


best.” 


man 


e ¢ * 
“You can never run yourself up by 
trying to run the other fellow down.” 
* 
“The man who does only what he 
pleases is never pleased with what he 
does.” 


* * * 

“Kindness will last as long as mem- 
ory will last, and 7 doors for you 
that would otherwise be closed in your 
face.’ 

x * x 
“There is a big difference between 


just making a living and making a life.” 
* 
is like a cane. One will help 


“Money 
one hundred will break your 


you, but 


back.” 
* * * 


“There is no institution that has done 
more to feed the widows and turn the 
hearses into automobiles than the life 


insurance business.’ 
* * * 

“You birds are trying to eliminate one 
of the greatest curses in the world— 
selfishness.” 

*x* * * 

“Ninety-seven out of every one hun- 
dred that reach the age of 65 or over 
are absolutely dependent on the state, 
the county or their friends, if they have 
any.” 

* * * 

“Andy Mellon tells us that this coun- 
try has got $4,000,000,000, and on top 
of that there are hundreds of thousands 


of dollars in stockings, tin cans, and 
under mattresses that nobody knows 
anything about.” 

se ¢ 


“United States is the dough belt of 
the world nina 


REPORT ON CAUSES OF DEATH 
Pacific Mutual Figures Show Heart 
Disease As Most Costly Item, 
Accidents Next 





Heart disease stands out as the most 
costly cause of death under life insur- 
ance policies in the report of the Pacific 
Mutual Life on its 1923 business. The 
company reported a total of 1,124 deaths 
during the year, 200 of these being due 
to heart disease. Accidents rank second 
with 96 deaths, pneumonia third with 
94 deaths, cancer fourth with 89 deaths 
and sahenesiaele fifth with 81 deaths. 
Apoplexy and Bright's disease were the 
only other two classifications that re- 
ported over 50 deaths. In the case of 
accidents under heart disease most of 
the deaths occurred in the older years, 
while under accidents most of the 
deaths were in the younger years. 
There were 81 deaths under policies in 
their first year, accidents counting for 
21, heart disease for fifteen and pneu- 


monia for 8. There were 52 deaths in 
the second policy year and 62 in the 
third. The analysis of cause of death 
by ages at death was as follows: 
30 31 41 
Cause of and to to Over 
Death— under 40 50 50 Total 

| Accidents 20 33 18 25 96 
Apoplexy eoee 0 17 44 64 
Apendicitis ... 3 11 10 8 32 
Arterio sclerosis 0 0 1 2 25 
Bright's disease 3 8 11 39 61 
CeO cee cceee 1 10 17 61 89 
Diabetes 1 0 2 8 1 
Heart disease 3 6 44 #147 200 
Homicide 0 3 4 1 x 
| Influenza oe Oe 6 6 15 33 
| Nephritis 0 1 4 11 16 
Genito urinary. 6 0 0 2 2 
| Paralysis oe 2 6 o) 17 
Paresis 0 3 1 3 6 
Pneumonia .... 6 19 26 43 94 
Suicide 2 5 12 14 33 
Tuberculosis 16 22 25 18 81 
>, arr 3 7 2 1 13 
Miscellaneous .. 35 2 120 244 


15 


Total 
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MEN WHO THINK |||) CENTRALSTATES LIFE 


INSURANCE COMPANY 
emma SAINT LOUIS 


will find it to their advantage 




















to communicate with 





| All Ages up to 65 
I Participating and Non-Participating Policies 
Standard and Sub-Standard Risks 


THE ; 
Prompt Service 


LIBERTY LIFE | 


INSURANCE COMPANY 








Excellent territory for General Agencies 
open in Illinois, Minnesota, South 





Liberty Life Building 


VOCEEEA, AREAS | Dakota, Kansas, Missouri, Wyoming and 
| California :3 33 $3 ** 



























































STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE $3 CONSERVATIVE 


The Growth of Oak The Solidity of Granite 


On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
































Continental Life Insurance Company 


of Saint Louis 
and its affiliated Company 


First National Life Insurance Company 
of Pierre,’ S. D. 


ANNUAL STATEMENTS, DECEMBER 31, 1923 


First National Life Insurance Company 
Admitted Assets 


Real Estate 
First Mortgages on Real 
Estate 


Continental Life Insurance Company 


ADMITTED ASSETS 
Mortgage Loans on Real Estate 
Pee rrr $3,802,404.97 
Real Estate (Market Value)... 193,949.68 
United States, Municipal and 
School Bonds and Collateral 
Loans 
Loans to Policy Holders 
Premium Notes 
Cash in Banks at Interest 
Cash in Banks and Offices not 
at Interest 
Interest Due and Accrued 
Investments 
Net Uncollected and 
Premiums 
Due from other Companies for 
Reinsurance 


28,078.92 


1,121,916.39 
126,539.48 
419,619.09 
21,367.27 
247,783.76 
78,977 86 


625,371.06 
and Policy Loans 
Premium Notes 
Bank Deposits 
Interest Due and Accrued 
Deferred and Uncollected 
Premiums 
Reinsurance Due 
All other Admitted Assets 


1,207,029.64 
59,647.86 


on 


56,191.93 
2,500.00 
104,500.67 


LIABILITIES 

Legal Reserves on Outstanding 

ath da el le ai alg raat $5,189,006.39 
Investment Reserve Fund 20,000.00 
Present Value of Supplementary 

Contracts 11,953.00 
Dividends and Coupons left with 

the Company, at Interest 
Policy Claims Reported, Await- 

ing Proofs 
Claims in Process of Adjustment 
Premiums and Interest Paid in 

Advance 


$2,207,475.37 


Liabilities 
$1,732,568.79 
4,000.00 


Net Reserves 

Death Claims Pending.... 

Premium and Interest 
Paid in Advance 

Commissions Due 
Accrued 

All other Liabilities...... 

Capital Stock. .$250,000.00 

Surplus 159,887.49 


76,996.92 


10,235.00 
16,900.96 16,325.64 
37,724.51 


38,200.00 


10,084.64 
11,759.35 


4,359.21 
40,334.24 


Accrued Accounts and Fees not 
yet 

All other Liabilities 

Capital Stock 

Surplus Apportioned 


and Unapportioned 385,672.29 409,887.49 


Surplus to Protect Policy Hold- 9 oy ante iit 
ers in addition to the Reserve $2,207,475.37 
of $5,200,959.39 .. 875,672.29 
$6,298, 533.06 

OFFICERS 


P. M_ Harper... 
Byron S. Payne 
A. W. Ewert 
W. E. Miller 
L. Marks . 


PERCENTAGES OF INCREASE FOR 1923—Continental 


Gain in Total Admitted Assets more than 
Gain in Legal Reserves more than....... 
Gain in Total Insurance Income more than 
Gain in Insurance in Force more than.. 

Gain in Income from New Business more than 


Gain in Net Surplus to protect Policy Holders more than 


Ratio of Actual to Expected Mortality 


.. President 


... Vice-President 

.. Vice-President 
Secretary and Treasurer 
.. Assistant Secretary 





